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, ADDITION to its value as property the Home Office 

of the Illinois Life possesses an intangible worth in the 
eyes of policyholders and company representatives. It 
has a purpose and meaning which cannot be expressed 
in terms of dollars and cents. This beautiful edifice, a 
fine specimen of the architect's technique, is a monument 
to thrift and industry, a symbol of protection, and the 
physical mark of an ideal. 


ILLINOIS LIFE 


Illinois Life Building 
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ILLINOIS LIFE 


During its years of operation the Illinois Life has gained 
and maintained a reputation of whichit is admittedly proud. 
Prompt payment of claims, efficient service to policy- 
holders, and fair dealing with its field representatives are 
features which have aided in the consistent, progressive 
growth of this company. 

The symmetry and strength of Illinois Life is well 
expressed by the sturdy structure pictured here. 


INSURANCE CO, , 


1212 Lake Shore Drive 


RAYMOND W. STEVENS, President 
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4. MONTHLY INCOME POLICY WILL PROTECT MARY 


Licensed to do Business in 32 States 


Write for General Agency Proposition 
and ‘Territory 
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Must Beware of 
Municipal Bonds 
| Opinion of Bond Attorney Should 
Be Supplemented by Inde- 
pendent Research 


* ADVICE OF H. N. BOTTOME 


cal 


F] Warns Insurance Companies to Keep 


, Sharp Lookout for Deficiencies 
4 in Tax Provisions 


Opinions of bond attorneys on mu- 
nicipal bond issues are not always suffi- 
cient evidence upon which insurance 
S companies may purchase these secur- 
ities, according to Harry H. Bottome, 
general counsel for the New York Life, 
who addressed the Association of Life 
Insurance Counsel. 

The opinion of the bond attorney, Mr. 


Pe) 


HS Bottome stated, is only proof of the 
i legality of the proceedings preliminary 


to issue of municipal bonds. Rarely 
does the opinion refer to any limitation 
on the power of taxation of a munici- 
pality, the speaker declared. It does 
not certify that the civil division issuing 
these securities has the power to and 
has authorized a tax to be levied on all 
the property within the political sub- 
division to pay the interest and principal 
as they mature. 


How Is Tax Secured 


Furthermore the insurance company, 
Mr. Bottome said, should conduct inde- 
pendent research to determine whether 
the bonds are secured by a tax on all 
the property in the civil division or pay- 
able out of funds derived from special 

) taxes, such as the gasoline tax, license 
} lees or water tax, or from assessments 
against properties benefited by the im- 
provement. 

Mr. Bottome also advised insurance 
companies to make sure that the con- 
stitutional, statutory or charter pro- 
visions affecting the municipality in the 
creation of its debt, its payments and 
its power to levy taxes to meet the 
principal and interest as it matures af- 
lord protection to the investor as well 
as to the taxpayer. 


Courts Are Limited 


The speaker pointed out that the 
courts are powerless to remedy any de- 
fect in the law governing the power to 
impose a tax or to exceed any limitation 
on the amount of the tax should it prove 
insufficient. 

Precautions on the part of insurance 
Companies are necessary, Mr. Bottome 
declared, because the only security for 
@ municipal bond is the taxing power 
ot the municipality. Therefore, any 
limitation on the amount of tax which 
may be levied to pay it weakens the se- 
curity, 

: The most objectionable form of a tax 
‘tvy limitation, according to Mr. Bot- 
,ome, is a constitutional one. Statutory 
lions, he said, may be relieved by 











Much Financing Needed 
Today by the Agencies 


FIGHT TO CUT DOWN LAPSE 





General Agents Are Called upon to Put 
Up Money to Hold the 
Business 


The present financial and business sit- 
uation is requiring more capital on the 
part of general agents and in many 
cases soliciting agents. A big fight is 
being made to keep policies from laps- 
ing. Agencies find that in a number of 
instances it is necessary to finance their 
clients over what is hoped to be a tem- 
porary depression. Many of these people 
have not the money to pay their pre- 
miums. Their own income has been seri- 
ously affected, or they have been caught 
in the stock market and have had to 
cast about for additional funds to pro- 
tect their accounts. 

Where it seems possible that a policy- 
holder will be able to meet his demands 
in the future, the general agent is en- 
deavoring to keep him on the books by 
assisting in financing him by taking 
notes for part of the premium. This is 
using the available capital of the agency. 
Therefore, a number of general agents 
are finding it necessary to curtail on 
their other expenditures. Some had 
hoped to expand by putting on new men, 
which would require additional funds. 
Others have had to cut down on over- 
head expense and valuable services they 
had purchased for their agents. Collec- 
tions are pretty tight in every direction. 








legislation but the difficulties of obtain- 
ing an amendment to the constitution 
are tremendous. 

Municipal bonds, Mr. Bottome said, 
often declare that for their prompt pay- 
ment the municipality pledges its full 
faith, taxing power and resources. This 
recital does not help the bond-holder, 
the speaker explained, because the law, 
not the recital, controls. 


Defects of Bond Attorneys 


Many bond attorneys, according to 
Mr. Bottome, believe that they are only 
obligated to inquire whether the tax if 
levied on the assessed valuation would 
be sufficient to pay the first year’s 
accrued interest and the first year’s 
aliquot part of the sinking fund. This 
is not sufficient for the attorney for an 
insurance company which intends to 
hold the bonds to maturity. He wants 
to discover whether there is anything in 
the law which might subsequently pre- 
vent a general tax being levied sufficient 
to pay the interest and satisfy the prin- 
cipal. 

Mr. Bottome praised the statutory 
limitations on indebtedness and taxes 
in the statutes of Ontario. Statutes of 
that province provide, he said, an ef- 
fectual limitation on over taxation and 
extravagance, but impose no limitation 
on the power of the community to levy 
taxes to meet its outstanding obliga- 
tions. “It is fair to both taxpayers and 


bondholders,” he said. 

Serial maturities afford greater secur- 
ity than single term bonds even if pro- 
tected with a sinking fund provision, Mr. 
Bottome stated. 


Too much confidence 





Strong Elected President 
of Actuarial Society 





SUCCEEDS JAMES D. CRAIG 





Linton and Thompson Made Vice- 
Presidents—New Executive With 


Mutual Life 30 Years 





NEW YORK, May 22.—Wendell M. 
Strong, associate actuary of the Mutual 
Life of New York, was elected president 
of the Actuarial Society of America, to 
succeed James D. Craig, vice-president 
of the Metropolitan, at the annual meet- 
ing here last week. Other officers named 
were: Vice-president, M. Albert Linton, 
vice-president Provident Mutual Life; 
vice-president, John S. Thompson, vice- 
president Mutual Benefit Life; secre- 
tary, Ray D. Murphy, vice-president 
Equitable Life of New York; treasurer, 
Edward W. Marshall, actuary Provident 
Mutual, and editor, John M. Laird, vice- 
president Connecticut General Life. 

Mr. Craig has served two terms as 
head of this important actuarial unit and 
has directed three of the most impor- 
tant investigations and underwriting 
revisions in the history of the business: 
disability, large risk selection and group 
underwriting. 

Wendell M. Strong, who becomes 
president, has also been long active in 
the affairs of the society, serving as 
secretary and vice-president. This year 
he is celebrating his 30th anniversary 
of joining the actuarial department of 
the Mutual Life. A Hoosier by birth, 
he graduated from Yale in 1893 and re- 
ceived his master’s degree from Cornell 
the year following. Later he received 
his doctor’s and law degree. In 1900 
he joined the actuarial staff of the Mu- 
tual and in 1904 was named assistant 
actuary, becoming associate actuary in 
1911. 








should not be placed in city officials 
maintaining the sinking fund require- 
ments. Often, in order not to increase 
taxes, municipalities will fail to levy for 
the sinking fund. 

Mr. Bottome expressed doubt as to 
whether the gasoline taxes being col- 
lected in all the states will be sufficient 
to retire indebtedness which has been 
undertaken in anticipation of gasoline 
tax collections. 


New York Life's System 


Mr. Bottome said that in the legal 
offices of the New York Life, nearly 900 
municipal and state bond issues have 
been scrutinized in the past 18 years. 
These issues he declared have emanated 
from all but three states and most of 
the provinces of Canada. The depart- 
ment, he added, has adopted a standard 
form of opinion which covers 15 topics, 
“thus assuring that whoever does the 
work will cover the points we think es- 
sential. We keep a card index which 
enabels us to see at a glance whether 
a certain issue comes within the same 
laws as those of a former issue by the 
same municipality.” 

The municipal bond department of the 
New York Life was established in 1912 
and Mr. Bottome expressed the opinion 

(CONTINUED ON NEXT PAGE) 





Says Salesmen 
Must Love Job 


Penn Mutual Educator Talks to 
Agents at Baltimore 





Congress 


SHOULD SELL ON SPOT 


Need of Using a Positive Rather Than 
a Negative Story Emphasized 
by Speaker 


BALTIMORE, May 22.—In speaking 
before the sales congress here Vincent 
B. Coffin, director of education of the 
Penn Mutual, on the “Secret of Selling” 
Fred Deichmann of Kansas 
City, well-known four million dollar pro- 
He reported Mr. Deichmann as 


spoke of 


ducer. 
having said, “I no longer sell life insur- 
ance; I simply diagnose for business men 
their and the life 
sells itself.” 


situations insurance 


Two Agents at Indianapoli« 


Following this illustration of the mod- 
ern professional viewpoint toward sell- 
ing, Mr. Coffin told a story of two 
agents in Indianapolis, one of whom was 
criticized by a business man while the 
other was warmly commended. Inves- 
tigation proved that the agent who was 
criticized was one of the best producers 
in town while the other man was on the 
verge of leaving the business for non- 
production. Mr. Coffin then threw out 
the question as to whether it was nec- 
essary for a life man to be unpopular 
in order to succeed, or conversely 
whether he could be popular and well 
liked and still make a substantial suc- 
cess. In answering his own question the 
speaker made several suggestions to the 
group on what they might do to make 
their prospects more anxious to deal 
with them. 


Use of Convincing Language 


He emphasized the importance of non- 
technical language, of talking in terms 
ot the prospect’s interest, of using the 
testimony of others so far as possible, 
and particularly of telling a positive 
rather than a negative story. But after 


a salesman has conducted himself in 
such a way as to make himself well 
liked, Mr. Coffin pointed out that he 


would still fail unless he stimulated his 
punch and sold himself on the urgent 
necessity for each case to be closed on 
the spot without delay. 


One Should Love His Job 


Mr. Coffin suggested that although an 
agent might balance these two factors, 
that is, make his prospects like him and 
also put in plenty of punch, he would 
still not have discovered the real secret 
of selling life insurance. This secret he 
summed up in the three words, “Love 
your job.” And as the best way to get 
this real deep seated love of one’s job 
which is found in every successful agent, 
Mr. Coffin suggested that each member 

(CONTINUED ON NEXT PAGE) 
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Illinois Federation Adopts 
New Legislative Program 


STATEWIDE UNITY SOUGHT 





Representative Committee cf Insurance 
Organizations Planned at Elgin 
Executive Meeting 





A program designed to harmonize all 
Illinois insurance interests in the prep- 
aration of legislatéon for the 1931 ses- 
sion of the general assembly was under- 
taken by directors and officers of the 
Insurance Federation of Illinois May 16 
at Elgin. The business meeting, follow- 
ing an afternoon of golf, was presided 
over by Harold M. O'Brien, newly 
elected president, who is president of 
the Chicago Fire & Marine and the 
Presidential Fire. The federation ‘here- 
tofore has taken a defensive attitude in 
legislative matters, but now the officers 
and directors feel the time has come to 
take a more aggressive position in legis- 
lative matters. 

Plan Representative Committee 


President O’Brien and executive com- 
mitteemen will confer with leaders in 
the principal Illinois organizations and 
a representative legislative committee 
will be appointed, Steps have already 
been taken by some organizations in 
preparing bills. The Insurance Brokers 
Association of Illinois, the Life Under- 
writers Association of Illinois, Surety 
Underwriters Association of Chicago, 
Iilnois Association of Insurance Agents 
and Chicago Association of Life Under- 
writers all have measures for introduc- 
tion next year. 

Among the bills under consideration 
are an agents’ qualification bill, brokers’ 
license bill, anti-twisting and anti-re- 
bating bill for life insurance, resident 
agency law, and possibly a financial re- 
sponsibility measure. It is believed with 
such a program the federation is in a 
position to present a united front of all 
Illinois insurance men. 


Brokers’ Leader Appears 


Reports were made at Elgin by Ly- 
man M. Drake, chairman Chicago mem- 
bership committee, and Frank M. Chan- 
dler, chairman educational committee. 
Florian D. Wallace, past president 
brokers’ association, appeared and asked 
cooperation in sponsoring the brokers 
license law. 

A proposal for insurance representa- 
tion at the “Century of Progress” cele- 
bration in Chicago in 1933 was referred 
to the educational committee with in- 
structions for Secretary E. M. Acker- 
man to take it up with the committee 
in charge of insurance participation. It 
is thought that the celebration will 
afford an excellent opportunity for hold- 
ing an Insurance Day. 

President O’Brien disclosed plans for 
building membership to more than 1,000 
within a few months. Louis A. Howes 
of Peoria invited the directors to hold 
their next meeting there. 


Sullivan Denied Writs 


James P. Sullivan, formerly St. Louis 
general agent for the Lincoln National 
Life, has lost, temporarily at least, his 
legal fight to compel Superintendent 
Thompson of Missouri to grant him a 
broker’s license without standing trial 
on complaints that he had been guilty 
of unethical methods in selling clients 
insurance under the Lincoln National 
Life’s “Emancipator” form. 

Sullivan sought to evade a_ public 
hearing on complaints lodged against 
him and filed a petition in the Missouri 
supreme court for writs of prohibition 
and mandamus which have been denied. 
He will have to stand trial before 
Thompson if he hopes to obtain the 
license. If a license is denied him after 
the hearing he will again have an oppor- 
tunity to appeal to the courts. 








Leaders Ranked by 
Business Written 
During Last Year 





The new business written in 1929 by 
thirty leading life insurance companies 
is given below. The first figure shows 
the total new ordinary, industrial and 
group business written. The industrial 
and group business is also given sepa- 
rately for the companies writing those 
classes. 





Rank New Business 
1 Metropolitan ......... $4,127,236,687 
G. 1,138,960,993 
I. 1,416,638,094 
BD PURO cicccvnteces 3,233,961,441 
G 373, ‘ 

I. 1,456, 63 
S Meultable, M. Fences 1,365,810,236 
G. 525,991,288 
ae 1,105,807,742 
G. 728,200,118 
GS DWHRVORS cccccececsees 1,024,716,562 
G. 516,665,499 
6 New York Life........ 974,873,028 
7 John Hancock Mutual. 750,926,211 
G. 113,394,460 
343,278,512 
8 Sun Life, Canada..... 711,695,918 
122,111,939 
9 Mutual Life, N. Y..... 534,830,011 
10 Northwestern Mutual.. 393,065,839 
11 Missouri State........ 363,952,902 
\ 230,483,899) 
12 Massachusetts Mut.... 308,716,559 
3S POM BCU cc ccccces 306,477,051 
14 Amer. National, Tex.. 275,808,052 
G. 35,299,500 
I. 185,934,078 
15 Connecticut General... 275,487,372 
G. 101,360,697 
16 Lineoln National...... 270,240,345 
G. 14,134,200 
17 Western & Southern. 247,584,978 
L 196,222,724 
18 Mutual Benefit........ 236,585,499 
SS «Fetes Comers .cccctes *191,378,613 
20 Canada Life.......... 164,665,371 
G. ,578,95 
21 New England Mutual. 147,858,997 
22 Bankers Life, Ia....... 143,928,850 
23 Connecticut Mutual.... 135,384,024 
24 Provident et ene 128,890,514 
25 Life of Virginia. 108,123,694 
T. 85,337,277 
26 Kansas City Life..... 106,190,464 


27 Manufacturers, Can. 93,598,142 


28 Equitable Life, Ta.. 90,821,386 
29 Pacific Mutual......... 89,637,299 
30 Guardian, N. Y........ 87,702,294 

G. 141,280 


Denies Deduction of Premiums 


Premiums on life insurance carried 
by business partners and payable to 
each other are not deductible in com- 
puting federal income tax, the federal 
tax appeals board holds in the case of 
Joseph Nessbaum of New York City. 
The insurance was carried under a busi- 
ness agreement formally executed in 
1924. This ruling is based upon the 
theory that in effect a direct beneficiary 
is claiming the benefit of a deduction 
on account of premiums which he has 
paid, inasmuch as both partners carry 
insurance in favor of the other, and the 
business partners are indirectly, if not 
directly, beneficiaries under the policies 





for which the premiums were made. 








Industrial Life People 
Make Demand for Forum 


WANT SOME RECOGNITION 


Some Officials Will Urge the Amer- 
ican Life Convention to Estab- 
lish a New Section 


PHILADELPHIA, May 22.—As a 
result of the interest manifested in the 
industrial conference held as part of 
the Pennsylvania Insurance Days, Pres- 
ident S. T. Whatley of the National As- 
sociation of Life Underwriters wrote 
William J, Bradley, publicity manager 
of the Home Life of Philadelphia and 
general chairman of the industrial life 
conference at Pittsburgh, for a copy of 
his program. Mr. Whatley’s request 
revived the report that the National as- 
sociation is planning to start an indus- 
trial section. This subject was first 
broached last year to former President 
Paul Clark and Roger Hull, managing 
director. At that time, both Mr. Clark 
and Mr. Hull felt that the subject was 
of such wide importance that it re- 
quired quite a few months of study be- 
fore any definite decision could be made. 

A. number of company officials were 
present at the Pittsburgh meeting. Some 
of them had been either opposed or 
lukewarm toward the matter of the 
American Life Convention starting an 
industrial section. After the Pittsburgh 
meeting was over, they declared that not 
only was their opposition gone but that 
they intended renewing the request for 
an industrial section. In the event the 
A. L. C. felt it could not start the sec- 
tion, the sentiment prevailed to immed- 
iately revive the plans for the Interna- 
tional Industrial Life Association. 


Mark Trueblood Is Now 
Acting General Agent 


Mark Trueblood is at present acting 
general agent for the Union Central Life 
at Kansas City, Mo. Mr. Trueblood is 
a product of the home office. Until a 
year or so ago he was editor of the 
agency bulletin and made a big success 
of it. He was put into the field as a 
supervisor traveling over the west and 
north. The Kansas City general agency 
has 12 men attached to it and it is pro- 
ducing a little over $1,000,000 a year. 
Mark Trueblood is a young man of real 
force. His brother, Richard Trueblood, 
succeeded him as editor of the Union 
Central Bulletin. Mark Trueblood spends 
about three weeks in Kansas City and 
one week in Cincinnati, keeping in touch 
with the home office. 


Wide-awake life underwriters sub- 
scribe for personal copies of The Na- 
tional Underwriter. 











Simon’s Treatise on 





Business Insurance 

















“Business Insurance” is the title of a 
new volume by Leon Gilbert Simon, 
one of the leading scholars of business 
insurance and insurance for inheritance 
tax purposes. It has been indorsed by 
the National Association of Life Under- 
writers and the Life Underwriters Asso- 
ciation of Canada. 

Consisting of 332 pages, it is dedi- 
cated to William Alexander, “The Pio- 
neer in Life Insurance Education.” 

In the first chapter the trend toward 
business insurance is discussed and 
many cases are cited wherein business 
organizations have suffered heavy loss 
due to the lack of business insurance. 
Conversely, cases are mentioned where 
business insurance prevented a ruinous 
loss to the business. Particular em- 
phasis is laid upon.the fact that busi- 
ness insurance has attractive life values 





as well as death values. 


Following chapters discuss the kind 
of insurance to use for the different 
forms of business, the distinct differ- 
ences between a partnership, corpora- 
tion, and proprietorship being fully de- 
fined. 

An analysis of the agreement to retire 
business interests is carefully studied. 
Method of valuation of the business 
interests is clearly and concisely stated. 
The modern trend toward the trust 
company as trustee in business insur- 
ance agreements follows. 

Chapters discussing selling corpora- 
tion insurance, partnership insurance 
and sole proprietor insurance are fol- 
lowed by an analysis of the stock pur- 
chase plan. 

The book may be purchased through 
Tue NATIONAL UNDERWRITER for $3. For 
a limited time it will be sent to life 
underwriters on 10 days’ approval. 





Continental Companies Are 
Entering Group Insurany 





OPENING ON LARGE SCAL? 





Markle Appointed Secretary of Depar. 
ment, Lawrence Supervisor—Write 
Life and A. & H. 


May 23, 
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The Continental Casualty and Cont. | 


nental Assurance of Chicago hay 
opened a group department under th 






direction of two experienced underwri. | 


ers, which is rapidly expanding its fie 7 


of operation throughout the Unite 
States, with particular concentration jy 
the middle west. 

B. C. Markle has been appointed as. 
sistant secretary of the Continental com. 
panies and secretary of the group ée. 
partment. All his insurance experience 
has been with the Travelers in Chicago 
A, E, 


visor attached to the home office t 


Lawrence becomes group super. | 


f, 


ee eh ee 


travel the mid-western field. He started | 


as special agent for the Travelers in 
Chicago and later for a time was wit) 
Bowes & Co. Mr. Markle has been with 
the Travelers ten years in charge oj 
group service and will have general 
charge of underwriting for the Continen- 
tal. Mr. Lawrence has specialized ir 
brokerage business. 


Department Is Operating 


The two Continental companies are 
now writing group life and group acci- 


dent and health, but the latter only in, 


conjunction with life, and not indepem- 
ently. 

The companies are applying for licens 
to write group business in every state 
in which they are now licensed for liie 
insurance, and have been licensed is 
some 15 states, including Illinois, Wis 
consin, Texas, Michigan and Missouri 
The Continental Assurance operates it 
35 states, including all but the west coast, 
some New England states and a few 
southern states. 

First Group on Home Office 


The first group was written on en 
ployes of the Continental companits. 
B. A. Kellson, representative of 
Continental in Houston, Tex., wrote the 
second group on his staff, and the Se 
curity general agency of Milwaukee 
general agents for the Continental As 
surance and Continental Casualty, the 
third. Several other groups alrea(y 
have been written prior to formal opet- 
ing of the department, totaling abou 
$500,000 of business. A large numbe 
of group cases has been secured 
binder. 


Must Beware of 
Municipal Bonds 


(CONT’D FROM PRECEDING PAGE) 


that this was the first separate municip# 
bond department of any insurance com 
pany. Several times, he said, the dt 
partment has bid for bonds without the 
interposition of a bond house. Under 
those circumstances an original legal 
examination and certification of the pro 
ceedings was necessary. 


Says Salesmen 
Must Love Job 


(CONT’D FROM PRECEDING PAGE) 


of the audience let his imagination t™! 
concerning his own life insurance. = 
then proceeded to practice this prea 
ment by personal illustrations from hi 
own life insurance situation, carry 
through the idea that it is only nece> 
sary to project one’s self into the future 
with sufficient imagination in order * 
get a real appreciation of what life 
surance work means. 


~~ 


the j 
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Advantages 


of Organized Sales Talk 
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\re | Production Figures for Pp Gi 7 ] ] S 
ranc} Year Show Steady Gains rogr am Given for CLUS ome 
—— Office Management 
SCALE "REPORT OF RESEARCH BUREAU Confab in Chicago 
Depan. April Sales Were 4 Percent Ahead of _ The Life Office Management Associa- James A. Preston of the Penn Mu- 
Nrite Last Year—Every Month Re- tion, which will hold its annual meeting tual’s educational department was the 
Oct. 9-11 in Chicago, has announced its | speaker before the Brooklyn Managers 
cords Increase program. The association now has 149] Association, held in the office of the 
“eee ee associate mem-| Warren E. Diefendorf agency of the 
3 : a ers representing life insurance com-| Mutual Life. 7 
Conti. i HARTI ORD, May, 22.—Life compa- | panies in eight foreign companies. The Mr. * roll discussed organized sales 
hose nies throughout the country continue tO | various committees which have been en- | plans—dividing his subject into four 
ler the po. write qnnaty Serna no ever-increas~ | gaged in investigating office administra-| parts: Definition of organized selling; 
erwrit- fag 8 —s .. roe rd beg oy oe tion subjects will report at this time. | how organized sales plans help the sales- 
ts field fame Researc . saan ge hp begs Advance copies of the report will be | man increase production; how they help 
United j thus oor din asi sd Hs = ge € | sent out before the meeting so that mem- | the manager in his problem of supervis- 
tion jn = . - cs s —_ bers can be prepared to discuss the re-| ing; and how such plans may be sold 
ted ah Koon of the a pO my port in detail. The program follows: to the agent himself. 
~ a The largest production increase for Morning, Oct. 9 Interest in Organized Sales Talks 
— the month was made by the mountain Presidential address, Adolph A. Ryd- Evidencing the keen interest which 
~ de. section, with a record gain of 13 per- | sren, vice-president, Continental Ameri- | managers have in the increasing em- 
Teme cent. Vermont, Iowa, Delaware and _ eS ae eg, ae ployment of the organized sales talks, 
Pies Montana each scored gains of 30 per-|. * es « : — Mr. Preston's audience bombarded |} 
Super- In the first four months of 1930 bilities of Clerical Workers,” Prof. Fred- °.9 reston § audience Dombarded Him 
fice tin eo tb ian ene 8 onths oF ive" | erick G. Nichols, Harvard University. with questions, especially concerning 
stated the pai apes ss was 5 percent greater Committee report on “Personal Ad- | themselves with results obtained by the 
‘ than in the same period last year. The | ,inistration,” H. L. Rhoades, assist: Penn Mutual through the adoption of 
ers in test advance was made by the Pa- pp gg ge Te gga — Beets ae anized sales cs ii : 
s with one Coast states, thelr avers 7 to third vice-president, Metropolitan the organized sales talks. A striking ex- 
os . ic 4 A. aie The a Life, chairman. ample was at_hand in the record of the 
= d —. AE Pi ike aa Afternoon Joseph A. Eckenrode agency, where 
reneral cme af 11 percent eee ae “Training of Clerical Supervisors,” or See ee ee ae was 
— s . . : ; ’ | paid for, and this vear throug ne use 
nod baila gray ve — W. &. Let- of organized sales plans the productio. 
* Committee report on “Premium dAc- will exceed $4,000,000, 
Harry Wright Slated for eg Rama Related -aeaggal George Points of Advantage 
‘ - “ . Skilton, comptroller, Connecticut 
dal Chicago Association Head | Generai Life, chairman. Mr. Preston developed these points 
eS are Committee report on “Compilation and —aa 
Poy: : . . Use of Persistency Records by Life Com. nieces cai ——— 
nly in, Harry T. right, millionaire pro-| panies,” F. R. Gale, auditor, Continental > 
epem- ducer of the Equitable of New York in | American, chairman. Answer Questions nar Tax 
Chicago, heads the slate of the Chicago Discussional conferences: (1) “Per- on Transferred Policies 
license | om Association of Life Underwriters to be | °""™¢! Administration.” (2) “Premium 
state) presented at the annual election June geese ane Relates = Adtivitios. 
. me - : 3 Yompilation and Use of Persistency . aret » : 
or fk 10, Other officers are: First vice-presi- |] Records > tile Gaummaiea® Question: In the article captioned, 
of te dent, Alexander E. Patterson, general Banquet in the evening. “Ask Repeal of Transfer Levy” in the 
Wis. agent Penn Mutual; second vice-presi- o . April 25 issue of THe NATIONAL UNDER- 
Bees dent, John Hastie, Mutual Life of New et. 10, Morning WRITER it is stated that the law govern- 
ag York; treasurer, Raymond J. Wiese, “Profit or Loss in Written Business | ‘"& federal estate and income taxation 
tes State Mutual. Communications,” Dr. Felix E. Held,| on transferred policies is an outgrowth 
coast, Six new directors have been nom-| Ohio State University. of a treasury department ruling. Could 
a fen inated: T. F. Lawrence, manager Re- Committee report on “More Recent De- | you give us the wording and number of 
liance Life: Paul G. Dallwig, Union velopments in the Use of Perforated | this ruling? 
Central; Paul W. Cook, Mutual Benefit;|C®™4s: BR. Wells Leib, statistician,| Answer: The 1928 law, sec. 21 (b) 
Martin A. Zitzman, Missouri State; F. ye Life, chairman. ; oye (2) is an outgrowth of Treasury De- 
1 emt: eS A. Liewellen, Sun Life, and Otto E. By nr ty y nese oe partment Regulation 74, Article 82, 
anes. FS Seiler, life department Marsh & McLen- asteielear” Thereto.” ~ ser F eo which in turn succeeded the previous 
f the > nan, These with six hold-over mmebers | scheidt, assistant secretary, Peoria Life, | ‘ling which was Treasury Regulation 
te the and E. B. Thurman, retiring president | chairman. ™ "| 69, Article 72. 
e Se as ex-officio member, will make up the Business session. “In the case of a transfer for a valu- 
1ukee, new board. at able consideration,” the law and the 
1 As The nominating committee which pre- —e regulation both state, “by endorsement 
r, the pared the slate consists of Byron C. “Life Insurance Bookkeeping by | or otherwise, of a life insurance, endow- 
ready Howes, associate manager Union Cen-| Me@™s of Perforated Cards,” B. F./ ment, or annuity contract, or any in- 
opet- Pm tral, chairman; R. E. Spaulding, man- | D¥°r@*, consultant, Chicago. terest therein, only the actual value of 
about ager Mutual Life of New York; Samuel ernment = aoe pint ae such consideration and the amount of 
imber Chase, general agent Connecticut] ,. pecans le et hg ag ge the premiums and other sums _ subse- 
d on Mutual; P. H. Doan, Aetna Life, and ganization ” R. S Senadertien ‘aeabee quently paid by the tranferee are exempt 
Paul W. Cook, Mutual Benefit. tary, Guardian Life, chairman. from taxation.” 
Discussional conferences: (1) “More Effect of Chase Decision 








Sells $90,000 on 


rds Matured Policy by 








GE) : 

“ Showing Passport 
com- er 

. de Use of a motivating story in life in- 
t the surance salesmanship is admirably illus- 
‘nder uated by the experience of Abe Roths- 
legal child ot the Davenport agency of the 
pro- Penn Mutual 


Many years ago Mr. Rothschild pur- 





chased a $5,000 endowment policy. As 
‘ie time ior its maturity drew near, Mr. 
and Mrs. Rothschild decided to spend 
part ot the proceeds on a visit to Europe. 

Some days before the date of sailing 
Mr. Rothschild made an intensive can- 
Vass, using for his sales talk the story 


of this 1 


tured endowment and what its 


Proceeds would provide. In telling his 











he displayed his passport and 

it the countries that he would 

; The result was $90,000 paid-for new 
usine 

: A. & HH. men should write The Na- 


est S; 


rwriter for free booklet, “Six 
rving Men.” 








Recent Developments in the Use of Per- 
forated Cards.” (2) “Premium Notices 
and Receipts and Company Practices 
Pertaining Thereto.” (3) “Centraliza- 
tion vs. Decentralization in Home Office 
Organization.” 

Exhibit and demonstration 
appliances, Friday evening. 


Oct. 11, Morning 


“Principles of Scientific Management 
as Applied to the Administration of Life 


of office 


Insurance Companies,” Franklin B. 
Mead, executive vice-president, Lincoln 
National Life. 


report on “Standard Tele- 
graph Codes,” R. F. Tull, secretary, Fi- 
delity Mutual, chairman. 

“Accounting Methods in the Life In- 
surance Office,” D. N. Warters, assistant 
actuary, Bankers Life. Discussed by: 
A. E. Pequegnat, comptroller, Mutual 
Life, Canada; Ira S. Parker, assistant 
secretary and auditor, Great Northern, 
and J. Russell Sykes, vice-president and 
comptroller, Fidelity Mutual 


Committee 


Brown, home office agency 
representative of the Lincoln National 
Life, has again won the honor of lead- 
ing woman producer for April. Mrs. C. 8. 
Stewart of Texas was second and Mrs. 
Esther Wall of Minnesota was third. 


Mrs. Z. Z. 





Question: Am I not correct in my 
assertion that the Chase decision has 
superseded the Frick decision governing 
taxation of life insurance proceeds? 

Answer: The Chase decision modified 
previous thinking on the subject by 
setting up that the right reserved to 
change beneficiary constitutes a suf- 
ficient property right of the insured to 
serve as a basis for an estate tax. 

By inferente many trust men and un- 
derwriters hope that if the right to 
change beneficiary is renounced it might 
result in an exemption of the proceeds 
from taxation. This is only an infer- 
ence, however. The supreme court might 
decide that some other ground existed 
for subjecting the proceeds to taxation. 


No Truth in Rumors 


President James S. Summers of the 
Surety Life of Kansas City, Mo., an- 
nounces that the rumors that have been 
circulated to the effect that the company 
was about to be reinsured or purchased 
by another company are not true. Presi- 
dent Summers declares that no such rein- 
surance deal or merger whatsoever is 
contemplated. Minor Morton is agency 
head of the Surety Life. 


Old-Time S 





of advantage afforded by the organized 
sales talk: 

1. That such an organized sales plan 
gives the new man something to say. 

2. It automatically brings prospects 
to his mind. For instance, if he has an 
organized sales plan on educational in- 
surance, he automatically thinks of peo- 
ple with children. 

3. It establishes his poise when he 
meets prospects. 

4. It gives the salesman time control 
—he is less apt to “visit.” 

Helps With New Men 


5. It helps the general agent in his 
systematic effort to teach new men and 
get them in production at the earliest 
possible moment. 

6. It gives the general agent or man- 
ager a knowledge of when the new man 
is ready to go out and solicit. 

7. It puts into an agency the possi- 
bility of the best type of supervision and 
leads to the business the best type of 
selling brain. It also leads the new man 
to a conviction that he has something 
to present that he knows will work it 
given to enough people. 

8. The general agent is enabled to 
more easily check the work of a new 
man. 


ecretary 
of Travelers Is Dead 


99 


HARTFORD, CONN.,., May 22.—J. 
Stanley Scott, secretary of the life de- 
partment of the Travelers more than 
25 years, whose connection with the 
company of more than three-score years 
exceeded the service of any other em- 
ploye, died here May 20. He had been 
in failing health for some time. 

Mr. Scott was 82 years of age in 
February and was in his 62nd year of 
service with the Travelers. He was 
born in Cornwall, Can., Feb. 20, 1848, 
and came to Hartford when 21 years 
old. He joined the staff of the com- 
pany on Jan. 9, 1869, just five years 
after the founding of the company by 
James G. Batterson. 

When Mr. Scott joined the company 
there were only 16 employes in the home 
office. At that time only accident and 
life insurance were written, as it was 
an accident company that Mr. Batterson 
founded in the Travelers in 1863. It 
began business in the following spring. 








“Jake” Victim Files 
Claim for Disability 


MONTGOMERY, ALA., May 
22.—A victim of the epidemic of 
paralysis affecting the extremities 
of persons addicted to the use of 
the beverage colloquially known as 
“Jake” has filed a claim with the 
All-States Life for disability bene- 
fits on his life policy. Company 
officials are gloomy over the out- 
look of receiving more claims from 
sections of the south where per- 
sons are addicted to the use of 
doctored Jamaica ginger. As 
whole communities are reported to 
be incapacitated hand and foot, the 
possible volume of claims cannot 
easily be overestimated. 

If life insurance policies them- 
selves contain suicide clauses, since 
the drinking of “Jake” has a first 
cousinship to suicide, possibly the 
companies can avoid the claims on 
that ground. 
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Production Men Reveal | srsstest source of new, men since Jan. 1 Chart Great Aid = 
7 ee was the ose s " : 
Their Recruiting Plans including older salesmen and manag- Southern Companies art reat 1 
ers. Of the 193 contracts let during | : 
the first four months of the year, 171 | Show Greater Increase 1. Calculating 
CONDUCT KANSAS CITY FORUM | came from this source, seven from | —_ vi - . | I 
newspaper and direct mail advertising, MONTGOMERY, ALA., May iva. y ncome; , 
' three from direct solicitation of man- 21.—Dr. Lee Bidgood, dean of the 
Results from Newspaper and Direct agers, 10 on the men’s own initiative, school of commerce and business ae ; o : 
Mail Advertising Are Given and two miscellaneous. This number administration at the University — ll non-mathen 
? was secured from the territory under of Alabama, says that the growth minded ie ut ser tS pam 
by the Officials home office supervision as well as that of Win tenenes eaten by south- a chart in the M., .ssue of the Diam 
f ctate ‘ : Life Bulletins. sales section. rhe § 
of state managers. ern companies from 1912 to 1927 Step Program” shows at a glance ti 
KANSAS CITY, MO., May 22.— Canvass of School Teachers ee the ge ~~ amou.it of monthly saving or premiy 
About 25 general agents attended the ' ‘ — — as orce throughout the necessiry to guarantee an income of $5 
meeting Monday“at which the new idea During March and April, out of 72|| United States in general. $75, $100 or $150 per month to a bene. 
of presenting educational programs was contracts made through branch manag- j He cites the peagress of south- ficiar, for a period of from two to 
instigated. On the general subject of ers, 65 were made through the present ern hayes = ome as 2 20 years. It also shows the amount oj 
“Recruiting Men Through Newspaper sales organization, four through policy- vincing evidence that the south is lump sum life insurance it takes to pro- 
and Direct Mail Advertising” B. holders, and three came of their own beginning to finance itself. Dur- duce that income. 
Hedges, director of field service of the | ™Uative. . fe ing the 15 years following 1912, Given a certain amount of life insur. 
‘BES, a the The B 25s Men’s A anc li- | the rcentage of insurance gain : ' ; 
Business Men’s Assurance, [he Business Men's Assurance di- | ~~ s : & ance, the underwriter can tell, by ylane. 
en’s Assurance, and R. J. os ee sch achers throughout the United States was : 
Wetzel eneral agent for the Pacific rect mail canvass of school teachers 4 J ited ot ing at the chart, what that 
» & 8 Jor the facinc | since May 1 has resulted as follows: 394.9, while the gain in insurance : mt wiht tn Cee oe BF 
Mutual, talked. Mr. Wetzel, analyzing | 995 jetters were sent to Missouri teach. written by southern companies sum will yield in tue way of an 
the experienc f his company witl : . for any number of years or, knowing 
perience of his company with | ers, there were 39 replies, three con- during the same period was 433.3. 
newspaper advertising, said that the ae A Aside . the amount of income desired for a cer- 
‘ : : tracts and five prospects. Two hun- : a lence at fi 
largest percentage of contracts was se- ired 1 . adn ieee Nebrasks tain number of years, a glance att 
ured through this mediun or etters were sent to Nebraska chart shows the equivalent lun; 
curec oug medium, school teachers and there were 30 re-| blind newspaper ad there were 27 re-| 454 the amount of monthly pr 
Recruits Are Analyzed plies, two contracts and seven pros- = and five contracts, - — ay necessary to buy it. oo 
pects. sti are active six months later. f The cb sietumeen i tis aca 
Mr. Hedges told what the B. M. In October and November, 1929, the | signed ad produced only six replies and Pn: <A genteny ” Me vy Da: ‘to th 
had done in recruiting during the ee B. M. A. conducted a general advertis- | two contracts of which one is still ac- benefici cen. god ae the = hol pads, 
six months. He pointed out that the | ing campaign. From two inserts of a| tive and a good producer. ing a Limited pales “a — [nerd 
ONGC GINO NOON OOO OOO OOOO OL OOOO GPO POO PO OPO OOOO OOO POO O OPO OL NOOO OL NCR oe Bead oe an “- nd ii t 
~/ S 5 «@ -a¥rs ill nere 
% P| | after, or under the interest only option. 
©) KJ A 
: 'S A few agencies that were shown ai- 
| Kd] | vance copies of the chart have already 
5) KG) | had them made up for use in their agen- 
x ba | cies, using premium rates from the’r o 
3 bs) | company rate book. 
~ 
Ef iS Deferred Annuity Sales Talk 
EY ie Probably no other single contr 
°| ‘3 grown in popularity faster durin 
FY M| | past five years than the retiremert 
Fy ba] | come bond or deferred annuity. 
= is ness women, teachers, nurses, p! 
Kd 3] | sional men, uninsurables, bachelors : 
2 KJ] | proven a ready market for t! 
5 td] | of contract. | 
x Ne The Diamond Life Bulletins offe- 
, fil | series of prizes for the best r-etl ¢ | 
EY bei] | presenting this investment c« i 
2) i] |} two of the prize-winning pres* itat 
EY Kd] | are published in the May issue of the 
5 ba] | sales section. . iis 
Ri ie _Miss Mary Ruth Gaul, with the Pa | 
2, ba] | cific Mutual Life in Philadelphia, wo: 
e| bs] | first prize. Her method of presentation | | 
®) ie and her complete brief or plan on the [ | 
8) b4| | standard form but with figures filled m 
FY % for a specific prospect, are shown. — 
FY A Second prize was won by Isabel L. § | 
BY fe| | Daugherty, representing the Pacific Mv 
EY bs} | tual Life in Los Angeles. Miss Daugh- 
KA S erty’s complete sales talk is given and 
DY % in it are several ingenious and effective 
RY f| | examples of sales strategy, not the least 
= bs] | clever of which is her suggestion to 2 
KM || bachelor that he “buy a son who wi 
2 | send you $100, $200 or $500 a month 
oy % as long as you live, starting at a ce [| | 
FY b= tain age. 
CY bs Federal Estate Taxes 
EY ie In the May issue there is also 2 tt 
| % gg of the section of the Diamone 
EY | | Life Bulletins devoted to th federa! 
5) ba) | estate tax. A table for quick compu 
= fa] | tion of federal taxes is included. | 
S Of particular interest to underwriters 
KE S| | who have prospects wherein the ave 
2 iG| | tion hazard enters, is a resume of the 
8) ba] | rules of various companies class! ; 
RY = to their attitude on six types of - 
= bi} | risks. This appears in the  statisticé 
x J] | section of the Diamond Life Bulletin 
3) kj] | for May, along with the new rates an! 
xi : _— ae | dieshiltew clauses § ties whie 
Ey N ARCHITECTURAL LANDMARK OF DIGNITY AND BEAUTY, this building | Peerage AB append agg Mager nar oo 
2 is primarily an ideal workshop. Its 3,800 employees enjoy the maximum of good air, ie sione effective. 
2 sunlight and quiet possible in the intense life of Manhattan, as well as 20th Century is 
EA utilities and convenience that multiply human efficiency in the day’s work. © ; 
x a 'e M. F. O’Sullivan’s New Connection 
a! = le 
: New York Life Insurance Company Bl | ., Mike F. O'Sullivan, who recently re 
KM . | | signed as superintendent in Calitorn 
FY Madison Square, New York, N. Y. | | of the Pioneer Casualty, owned by t 
5| , | | Occidental Life, has joined the 
= DARWIN P. KINGSLEY, President rs western Life & Accident of Seattle # 
an by] | agency supervisor with headquarters ™ 
\ii7@X': 74\ Nii? CANA TANU TAN TONU ANTON ONE TOV TONN TANITA TON NTONU TON TON TOX IU TANN OXI YONI ONIN YOXNTONLYOXIO\I TON YOX IYO. NY@\NO\U TON NTOXITON NON NYOX YON TON TO YON YO\N ON San Francisco. 
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=| Wha. Constitutes a Broad-Gauge 
=| Life Underwriter? 





The day of large policies is waning. With the better understand | 
ing of life insurance, men will accumulate their protection more 





knowing gradually or, in other words, as their incomes and responsibilities 
oY increase. Only men of sudden fortunes will go into the market for 
nn large lines at one time. | 
yr This more than ever emphasizes the need for sound scientific sery 
arate ice and conscientious client building and stresses the importance 
-nteeing of building a clientele rather than the mere selling of policies. 

C there- 

ws at The old high-powered, high-pressure, strong-arm salesman is fast 
Fo giving way to the modern underwriter—a man of poise and dignity 
ee combined with character. 

ik 


a The modern underwriter is a representative citizen who exerts a 
ing lasting and valuable influence for good upon the community in 
which he resides. 








pi 
= ' a . E , . : 
“a Co-operation and co-ordination are the secrets of success in our 
‘es ' business, and in no other business do men meet and discuss their 
es | problems so freely and frankly as in the Life Insurance business. 
jtai vis 
of the F | I question whether there is any other vocation to be found, where 
he Pa- there is such generosity displayed in giving to the other fellow the 
ntaton benefits of our own discoveries and methods. 
on th | 
Hed in & | ener ; 
‘eae S. T. Wuattey, President 
pa’ National Association of 
Jaugh- Life Underwriters. 
n and 
fective 
e least 
1 toa j 
bee | We believe that every real Life Underwriter in the country, at heart, wants to be allied with Mr. 
hel Whatley’s organization and to stand for the broad gauged principles for which he stands. 


ne Are You One of These? 


Ask your General Agent or Manager to put you in touch 
with the President of your nearest local Life Underwriters 
Association 





or write today to 


. THE NATIONAL ASSOCIATION OF LIFE UNDERWRITERS 
i | 11 West 42nd Street, New York City 
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GEARED 
TO MESH 
EASILY, 
QUICKLY 


As in a machine, so in a life 
insurance company. Com- 
plete coordination of the de- 
partments of the Inter-South- 
ern insures quick transmis- 
sion of power and smooth run- 
ning. 

The salesman knows every 
unit is working constructively 
toward a common goal. Fric- 
tion and waste are eliminated. 

He knows, too, he is sure of 
the thorough cooperation that 
is possible in a company large 
enough to provide ample re- 

sources, but not too large for 
close touch between home of- 
fice and field. 

The Inter-Southern invites 


ambitious men into its family. 

















= INTER-SOUTHERN LIFE 


INSURANCE CO. 
LOUISVILLE, KENTUCKY. 
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CAREY G. ARNETT, President 
Home Office, Louisville, Ky. 























Says Ohio Trusteed 





Policies Tax Exempt | 





In an address before the Cincinnati 
Life Underwriters Association, Super- 
intendent Younger of Ohio expressed 
the opinion that life insurance placed in 
the hands of trustees is not subject to 
inheritance tax in Ohio. In this posi- 
tion, Judge Younger took friendly issue 
with the Ohio attorney general, who in 
a recent opinion to the Ohio tax com- 
mission, expressed the opposite view. 
Trust companies specializing in insur- 
ance trusts are vitally interested in the 
controversy. 

Judge Younger stated that he had 
been asked to lay the matter before the 
life underwriters, which he did with 
some reluctance because the contrary 
opinion had been expressed by the at- 
torney general. However, the_attorney 
general’s opinion admitted that a con- 
trary decision was recently made by the 
surrogate court of Kings County, N. Y., 
and that “it may be further stated that 
the question is one of some doubt.” He 
advised taxing officers of the state to 
tax insurance trusts until the question 
is authoritatively decided by the court. 


Clears Up Confusion 
Inasmuch as the attorney general's 


opinion has seriously affected the writ- 
ings of some agents who specialize in 


insurance trust agreements through 
trust companies and as the question may 
come up in other states, Judge 


Younger’s clear statement of the matter 
and his opinion are timely and will serve 
to c‘ear up the subject in the minds of 
life insurance and trust company men. 
Judge Younger based his opinion that 
life insurance is a contract on the fact 
that the payment of life insurance is not 
a “succession” to any property passing 
and the fact that it passes through a 
trust company or other trustees does 
not alter the principle. 
the opinion of the attorney general in 
1921 who then held that proceeds of an 
insurance policy were exempt from tax- 
ation when payable to a trust company 
under instructions to pay any inheri- 
tance tax that may be assessed against 
the estate, and to pay any balance to 
certain distributees. The 1921 opinion 
was opposed to that of 1930 and held 
that the proceeds of the policy do not 
become a part of the estate of the dece- 
dent since they are acquired by contract 
and not as distributees of the estate. 
The property rights do not pass by will, 
by intestacy or by gift. 
Agree on One Point 


It is conceded in both opinions that 
under existing statutory provisions pro- 
ceeds of a policy payable direct to a per- 
son therein designated as the beneficiary 
are not subject to an inheritance tax. 

Judge Younger holds that it is funda- 


He referred to | 


—=—=—= 
mental that there is no inheritance t 
unless there is a succession. Whe 
there is a named beneficiary there js 5) 
succession from the estate of a decease 
When the insurance is payab'e to 
trustee, it believed there is 
able succession, even thoug! 


i 
no tax. 
the jp. 
structions of the trustee are to pay th 
proceeds to the named beneficiary: th. 
proceeds of the policy never become ; 
part of the decedent’s estate, and do no 
come into the hands of the executor o; 
administrator. 

He said the state may have the righ 
and power to tax the proceeds of fife 
insurance, but it has not been the policy 
to do so in this country. If this policy 
should be changed, the tax, if imposed, 
would not be an inheritance tax, for the 
beneficiary under a life policy does not 
succeed to its proceeds either hy yi 
or by interstate law, neither is the cop. 
tract of insurance testamentary in jt; 
character. 


1s 


Based on New York Law 


Judge Younger pointed out that the 


Ohio inheritance tax laws are take 
largely from the New York state laws 
and that in a case in that state the 


position taken was the same as his own 
The New York court stated that a pri- 
mary test of taxability of proceeds js 
whether they are dedicated to the usé 
of individuals to whom the assured 
owed a special duty: if this requirement 
be satisfied the court will so far as pos- 
sible, give effect to the dictates of this 
fundamental public policy, and will not 
seek to draw nice distinctions as to the 
extent of the assured’s moral or legal 
obligation to those ultimately benefited 
}or as to the conduits through whic 
| such benefit is passed. In view of lov, 
| established policy, no presumption «© 
| ists that the legislature intena : 

jturb this well settled law and*er 

| 





and anv change in enactment mu. 
quite clear and explicit, to be constr... 
las effecting such a _ result. Finally, 
“under such a trust arrangement the 
trust beneficiaries are as truly the own- 
ers of the proceeds as if they had been 
named beneficiaries therein. The trustee 
has the mere legal title, and in equity 
the substance rather than the form of 
| the transaction of transcendent im- 
portance.” 

Should the March 20 opinion of the 
attorney general hold in the courts. ob- 


is 


servers believe, it would practically 
the trust companies 
handling the proceeds of life policies 


and would force the life companies to 
broaden their trust service, at the same 
time limiting the writing of insurance 
under trust agreements too broad to be 


| 
| 
| 
eliminate 
| 
| trust 


handled without the assisance of a 
| company. 

















HONOR ROSENBERG 
the Brooklyn 


FRIENDS 


Rosenberg of 
agency of the Guardian Life of New 
York was given a testimonial dinner 
from 125 friends and neighbors in ap- 
preciation of his long and valuable serv- 
ice in Flatbush, at which he was pre- 
sented with applications totaling $250,- 
000. Dr. Charles B. Piper represented 
the home office. 


Louis 


* : x 
AID APARTMENT BUILDERS 


The Equitab‘'e Life of New York is 
going to cooperate with Julius Miller, 
borough president of Manhattan, in 
building apartments to furnish 
white collar workers in New York quar- 
ters at reasonable rentals. According 
to President Thomas I. Parkinson, the 
Equitable loaned $2,111,825 in 1929 for 





low rental apartment construction. 


' AS SEEN FROM NEW YORK > 


By C. C. NASH, Jr. 
(Nash of the National) 


the | 











FOOTBALL COACH IN FRASER OFFICE 


Mort Starobin, since 1926 
football coach at New York Univer 
and former football star at Syra 
University, has become a full time pro- 
ducer for the Fraser agency of the Con- 
necticut Mutual in New York. Hereto; 
fore, Mr. Starobin has been a part time 
life insurance salesman. He will con- 
tinue, however, to coach the N. Y. | 
team. 
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Honoring President Hall 


The Lincoln National Life agents 
during May will make a special 4 
in honor of President Arthur F. Hall. 
It is expected this year that the 
anniversary of Hall month will se: 2 
new record. 





Read The National Underwriter \ 
larly. Subscribe for a personal cop) 
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“BUSINESS INSURANCE” 


Leon Gilbert Simon 


‘‘a new outstanding book by a practical expert of wide experience’ 












ecome a 
1 do not 
Cutor or 





» oF 
: = Leon Gilbert Simon has long been one of the largest writers in 
mposed New York City, specializing in business insurance and insurance 
for the for inheritance tax purposes. Underwriters everywhere will be 
te on greatly benefited by the careful recording of his wide experience and 
he ¢ knowledge in his new book, “Business Insurance.” 
in 
7 
Thorough—but not too technical 

lat the 
By Mr. Simon’s book is thorough, analytical and of modern life insurance is in the business and pro- 
ate the exact in statement; the language, however, is sim- fessional world. Business men, including the pro- 
‘can ple and understandable to the prospect as well as *€SS!0MS, are rapidly realizing that they should not 
eeds is to the underwriter. It has been written in an easy allow the business they have built up to be without 
be on anh ee : : : the protection of their life values that life insurance 
ssured fashion and is not too technical. so efficiently provides when properly adapted to 
rement Probably the most important special function — their special needs. 
iS Pos- 
i For the Man in the Fi 
no or the Man in the Field 
> ton 
nefted But strange to say, there has been a deplorable ized knowledge—the underwriter must be a real 
— lack of knowledge on the part of life insurance men, counselor. Mr. Simon's book has been written with 
a NaTiCtoas as to how to best apply life insurance to the special not only this in mind, but also with the express pur- 

NDERWRITER needs of different businesses, so as to best protect pose of showing you how to do it, based upon his 
r COMPANY the business itself and all parties concerned. very valuable experience in writing business insur- 
1 > Most business insurance cases require special- ance cases 
inally, 
= Three Good Reasons for 


been NOW READY Studying This New Book 












rustee 

quity " . Because, to write business insurance, you must be a real 

‘m of 7 2 s ; ¢ : 

ag Quantity prices on request counselor, and be able to talk to your prospects about their 

business and the contingencies that may arise. 
. * . . %° - . . 

f the A Partial Analysis of Mr. Simon’s New Book Because, you must understand the differences in insurance 
ob- needs of partnerships, corporations, and proprietorships and 
“Business | , Actual Sales Talk ; . at —— 

wally usiness insurance ctua ales ilalks ; . . . . 

cal how business insurance should be applied in each case. 

5s j s primarily a book for the field man. The lan- In the chapter “Methods of Approach” for Busi -_ . . . . ‘ . . : manned th 

licies guage is simple and understandable to both the ness Insurance, many methods tried in the field - Because, you should know how those who are selling 

prospect as well as the underwriter. and found successful are carefully analyzed, the business insurance cases are doing it and benefit by their 
es to very words and phrases which produced the busi- exp rien S - 

same P ness being used without alteration. The chapter -xperience, 

-ance Life as Well as Death Values Prospecting, tells how the underwriter secures 

: } Business Insurance prospects. The high spot of ‘ce 9°? ' 

os In the first chapter the trend towards Business the book is entitled “Interviewing the Prospect. rder 71 A roval Now 

trust Insurance is discussed and many cases are cited Here the verbatim method between the Under- ° 

where Business Organizations suffered considerable writer and the Prospect is used, so that the Pros hr . ° . . ee ae ’ 
loss due to the lack of Business Insurance. Con- oy A bring - all the essential +" and | he publisher s guarantee is back of Leon Gilbert Simons 
verse are mentioned where Business In the nderwriter thereupon offsetting those objec — . . oo . walt . . 
— y pct ae eg ae Bn Senn Guam tatdiliened auntedls of the enne ne w book Business Insurance” as being one of the best books 
sis is laid upon the fact that Business In- —_ . on life insurance yet produced. Orders will be accepted “on 
Surance has very attractive @ values as well as i ive - ss x. *.s ¢ . . . 
death values. Specific Cases Given approval” with privilege of return within ten days. Mail the 
“Sales Suggestions,” “Partnership Cases An- coupon below. 
. alyzed,” “Corporation Cases Analyzed” and “An 
Have the Correct Information Analysis of Sole Proprietor Cases” are other chap cC------------------ - - - - - - - - - 
ICE ters each including a careful criticism 
Following chapters discuss the kind of Insurance “75 PRO V 9? C 

tant to use for the different forms of Business; the N AP AL OUPON 
“ listinct differences between a Partnership, Cor- Many New Angles : : ‘ 2 ‘ 
aie poration, and Proprietorship are discussed. lace ah - —_ me —— copies of Leon Gilbert Simon's new book “Business 
othe A chapter entitled “Legal Aspects,” including nsurance.” on 10 days ap ral. at $3.00 per : omnes . 
rO- Inheritance Tax Matters which refer directly and f I soul liti : at aT al, at os per copy. It is agreed that 
n Important Phases Treated indirectly to Business Insurance and for the more . order additional copies | am to have the benefit of quantity rate 
¢ studious, certain court decisions are given which on this order. 

che \n Analysis of The Agreement to Retire Busi- may be carefully perused by the reader if so de- 

ime ness Interest is carefully studied. The Method of sired. The general trend in modern legislation as 
m- Valuation of the Business Interests is clearly and regarding life insurance is also noted. Questions NAME TITLE 
U concisely stated, the modern trend towards the on Income Tax follow and then a chapter devoted O Se , ee eoneene . . 

st Company as Trustee in Business Insurance to the —_ _< |} mete ol oe oy -end me 
1greements follows. Chapters discussing selling survey of a tate aws 1s inciudec ne las . ies —_ a 
Corporation Insurance, selling Partnership Insur- chapter discusses Life Insurance Proceeds and quantity prices COMPANY 


and — circulars 
for distribution ADDRESS 


ance and selling Sole Proprietor Insurance are fol- Creditors, and a careful survey of the situations 
lowed by an Analysis of the Steck Purchase Plan. that exist throughout the entire country today 


si] This book really tells you How 
to sell ‘BUSINESS INSURANCE’’ 


to agents. 
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To The National Underwriter Co. 
175 W. Jackson Blvd., Chicago 80 Maiden Lane, New York City 
420 East Fourth Street, Cincinnati 
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: A. M. A.: “None in sont oageumagi 
. . A. M.: “H’m, well, maybe we better 
Mr. Rickerd Addresses His Colleagues run that last ad again.” 

A. M. A.: “We've run it every month 
for a year, chief.” 




















A. M. (angrily): “Well, it’s a good ad, 
Ry C. &. REREAD isn’t it? ." yon A be—I wrote it!” 
Advertising Manager Standard Accident and President Insurance A. M. A. (hurriedly): “Oh, sure, chief, 
Advertising Conference it’s a good ad! Sure, it is, chief! Yes- 
= 9 
In certain remote portions of China, | tional advertisers of retail products who ay M. (mollified): “Well, we'll run it 
there is a quaint type of punishment for | have hit upon a good slogan and wish again, then.” 
criminals known as the “water cure.” A | to impress it upon the public mind. For- And rabid individuals, like the writer, 


murderer, thief or any other perpetrator | tunately, as a rule, they vary their ad-| .i; up nights wondering what will be- 
of a serious crime is bound to a post in| vertisements enough so that they are | come of insurance advertisng! 

the village square and a pot of water| not monotonous, despite the repetition 
suspended above his head in such a po- of the slogan. 

sition that drops of the liquid will fall _Not so with many insurance adver- In a powerful speech before the south- 
rhythmically upon his shaven pate. . . .| tisers. They . .. well, here is a scene | ern regional meeting of the Insurance 
It is said that at the end of eight hours | that is enacted many times each year in| Advertising Conference last month, the 
the unfortunate man is a raving maniac, | the advertising departments of hundreds manager of two leading insurance trade 


Cites Talk at Southern Meeting 








at the end of twelve, a corpse. The | of insurance companies: journals said, in part, that insurance ad- 
“water cure” never fails. : oo Advertising Manager: “Well, Joe, I| vertisers get out of trade journal adver- 
But the exquisite torture of the Chi-| suppose we better shoot another ad to| tising exactly what they put into it... 
nese is no more irritating than the wear-| the trade journals.” and declared they are not putting into 
ing, monotonous, repetitive advertising Advertising Manager's Assistant: | it nearly enough time, thought, effort 
methods of insurance companies who| “Yeh, chief, I suppose so.” or money. That statement had so much 
attempt to appeal to prospective agents A. M.: “What about that last thing] truth in it that several of the illustri- 
by printing one lone ad every month for} we ran . . . how did that pull?” ous delegates sustained badly burned 
years and years and years! Compared A. M. A.: “Well... not so good, | ears for the balance of the session. 
to this form of torture, the Chinese | chief.” We cannot blame the advertising de- 
“water cure” is good for the nerves. A. M.: “Then I suppose we oughta] partments of the trade papers if the 
Not that repetition, when used with | get out a new one, eh?” ads they turn out by request are in- 
discretion, isn’t effective. On the con- A. M. A.: “Yeh, I suppose so.” ferior. It is not their function to act 
trary, it is extremely valuable to na- A. M.: “Got any ideas?” as advertising agents, copy men, layout 








Our Juvenile Contracts 
Are Fast Sellers 























Approximately one-third of 
the population of our country 
is made up of children under 
fifteen years of age. 





One-third of the possible pros- 
pects for life insurance in 
every community are, there- 
fore, children. 





Royal Union salesmen may 
write children from one day 
old and up, and without phys- 
ical examination. 


Our Juvenile contracts go au- 
tomatically into full benefit at 
age five. 





Royal Union Life Building 


Cor. Seventh and Grand Ave. 
Des Moines, Iowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 


























sharks or artists. They are, or showy 
be, too busy selling space, c dllecting 
bills and improving the appearance ; 
their magazine to devote any ¢, 
thought to the needs of an insuran, 
company that is so backward tha; ; 
does not know the value of having , 
experienced worker in the advertisin. 
manager’s chair. 7 
There must be at least 30 percent 
the so-called insurance advertising ma. 
agers of the nation who do not kno, 
the difference between a “tint” ang, 
“BenDay”, who do not know what li» 
screen to use on halftones for newspaye- 
work, who cannot define a “blowuy 
and who think the A. B. C. is the A: 
sociated Bowlers Club! Such a cong. 
tion is traceable to lack of training ap; 
to the unhealthy custom of taking ; 
darn good salesman away from th 
agency department and trying to mak: 
an advertising manager out of him. 
The only solution of this particu): 
problem lies with the advertising map. 
agers themselves. If they diligently x. 


ply themselves to learning somethingt 


about their jobs; if they stop working 
eight hours a day and begin to put ; 
ten, twelve and fourteen; if they stu 
their own concern and the advantag 
it has to offer agents; if they surve 
markets, investigate national condition 
which might affect insurance selling: 
they exchange ideas with each other 
if they dig out at least a working know. 
edge of copywriting, layout, att, typog. 
raphy, engraving and space buying .. 
in short, if they begin to actually make 
advertising men of themselves, then i 
may be that some day we will see trac 
papers published that haven't a single 
advertisement that doesn’t stand alone 
on its own merits. 


















































| COMPANY NEWS 











GOES OVER TO STOCK BASIS 


Texas Security Mutual Life Is Reor. 
ganized With $300,000 Capital 
and Surplus 


The Texas Security Mutual Life with 
$6,000,000 of life insurance in force has 
been converted into a legal reserve stock 
company with paid up capital and suwr- 
plus of $300,000. The word “mutual” 
will be dropped from its name. The 
company began business Jan. 15, 193 
as a mutual. John W. Carpenter 5 
chairman of the board; Homer R 
Mitchell, president; Lewis T. Carpenter 
vice-president and general counsel 
James F. Rogers, vice-president ani 
agency director; Gus F. Taylor, E. 


Kifer, C. W. Hobson, C. W. Snider ani | 


Hyman Pearlstone, vice-presidents; 4 
F. Allen, secretary; L. M. Higgins ané 
John L. Briggs, assistant secretaries 
and E. E. Watts, treasurer. 





Lincoln National Life 


The insurance in force of the Lincols 
National Life as of May 1 was $835; 
350,927 with a total number of policies 
in force of 281,074. The gain in pal 
business for April over April, 1929, wa 
$4,341,250. The gain in paid busines 


for the year to date 1930 over the yea 


to date 1929 was $18,315,249. 





Security Mutual, Nebraska 


Maurice A. Hyde, secretary of t 
Security Mutual Life of Nebraska, t 


ports that business for the first 10v 
months of the year showed a 57 percet 
increase over the same period n 192 
and is the largest for any period in © 


company’s business. 





The Pyramid Life of Kansas ty 
been admitted to Colorado. 


“Life Insurance,” by Joseph B. 
assistant actuary of the Mutual | 
New York, is a non-technical 
tion of the principles and pract 
life insurance. It is sold by The % 
Underwriter at $4. 
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Hold Educational Meeting 
of Cleveland Association 





The Cleveland Life Underwriters 
\<sociation held the first of a series of 
three educational conferences Monday. 
The meeting was for members of the 
association and representatives of the 
trust departments of banks and the trust 
companies of Cleveland. a The subject 
was “Business Insurance. 

W. H. Jackson of the State Mutual 
Life, gave a resumé on the business in- 
surance field. The field, he said, is 
divided into five classes including first, 
the case of a sole owner; second, a sole 


corporation ; fourth, the stock corpora- 
tion, and fifth, the partnership. me 

The ordinary life policy, he said, is 
the basis of business insurance. Purpose 


| of business insurance is to guarantee the 


estate of the deceased and second, to 
guarantee the opportunity of the sur- 
vivors to purchase his stock. The big 


object is to guarantee the life work of a 


man to his family when he does not have 
time to complete it. 
E. J. Tyler Speaks 


E. J. Tyler of the National Life of 
Vermont, spoke on “Stock Transfer.” 


' Most men still regard business or cor- 


poration insurance as a mysterious field 
to get into when they start in the in- 
surance business. The field of business 
insurance is one of the most fertile and 
the most untouched, but we must equip 
ourselves with knowledge to sell it, said 
Mr. Tyler. 

There was a short sales demonstration 
by Vernon Kroehle and M. E. Stein- 
hilber, both of the Mutual Benefit, of 
a business insurance sale. 


Trust Company Speaker 


Thoburn Mills, of the Guardian Trust 
Company, spoke from the angle of the 
trust company. The financing of stock 
transfer and business protection can best 
be accomplished by the life insurance 
policy and the agreement carried 
through in a most complete and satis- 
factory manner by the trust company as 
trustee. 

At the regular monthly meeting of the 
Cleveland last Friday, Holgar J. John- 
son, general agent for the Penn Mutual, 
at Pittsburgh and vice-president of the 
Pittsburgh association, gave the prin- 
cipal talk. His subject was “Creative 
Work.” 


Close in Charge of Agents 
Now; Blount Has Resigned 





The Philadelphia Life has appointed 
Wirt G, Close superintendent of agen- 
cles. Since entering the insurance pro- 
tession he has received educational and 
held training from several of the out- 
standing life insurance men. 

Mr. Close started in six years ago as 
4 personal producer with the Harry F. 
Haskins agency of the John Hancock 
Mutual at Des Moines, later becoming 
a supervisor, He then moved to New 
ork, going in for personal production 
with the J. E. Flanigan agency of the 
bankers Life, later becoming a super- 
‘sior in the agency. President Fulton, 
then vice-president of the Home Life 
ot New York, assigned him to Philadel- 
pMa as manager of the Philadelphia 
‘gency of the Home. He later man- 
aged the company’s Indiana agency. 
— be n went to Syracuse where he 
i ‘a Syracuse territory for the 
- ‘Miler agency of the Penn Mu- 
al. While at Syracuse he taught psy- 
reneey. and salesmanship at Syracuse 

versity, 

Prior to entering life insurance, Mr. 
ane Was a professional aviator. Dur- 
ng the war he was commissioned an 
istructor at Kelly Field, Tex., and 
as instructor at Gerstner Field, 


anes Blount, educational director of 
me hiladelphia Life, has resigned. He 
‘as not announced a new connection. 








| LIFE COMPANY CONVENTIONS 

















TO MEET AT WHITE SULPHUR 





Exhaustive Study of Personnel Prob- 
lems Is Keynote of National Life 
General Agents’ Meeting 





An excellent program is announced for 
the meeting of the General Agents As- 
sociation of the National Life of Ver- 
mont to be held May 27-29 at White 
Sulphur Springs, W. Va. E. H. Weltz, 
Philadelphia general agent, is chairman 
of the association’s executive committee 
and also chairman of the committee on 
arrangements for the convention. 

The first day will be devoted to reg- 
istration, golf, bridge and a get together 
meeting. The speaking program is: 


Noted Speakers on Program 


“The Need for Additional Man 
Power,” E. N. Strong, general manager 
for Oregon and president General 


Agents Association; “Life Insurance of 
Today,” Fred A. Howland, president 
National Life of Vermont; “The Selec- 
tion and Training of Agents,” E. H. 
Weltz, Philadelphia general agent; 
“Agency Development, from the Angle 





of the Large City,” Harvey Weeks, 
trust officer Central Hanover Bank, New 
York City; “Agency Problems, from the 
Angle of the Large City,” J. S. Drewry, 
general agent Mutual Benefit, Cincinnati; | 
“AgencyProblems, from the Standpoint 
of the Small Town and Small City,” C. 
V. Shepherd, general agent Cedar Rap- | 
ids, Ia.; “Agency Selection,” Dr, Edward 
Westburgh, chief psychologist, Pennsyl- | 
vania Hospital, Philadelphia; address, 
Harry T. Brownell, sales manager Alex- ! 
ander Hamilton Institute, and address, 
Vice-president Edward D. Field. 

Dr. Westburgh is a national authority 
on selection of personnel and is a con- | 
sultant to industry on this question. 

A banquet Thursday night, at which | 
Mr. Weltz will be toastmaster, will con- 
clude the meeting. There will be no 
formal addresses, but instead three min- | 
ute talks by several general agents and | 
others. 








Regional Conference at Del Monte | 


A Pacific Coast regional conference 
will be held by the Phoenix Mutual Life 
at Del Monte, Cal., May 26-27. Repre- | 
sentatives from California, Oregon and | 





Washington will be present. Head office 
executives who are to attend are Col. 
D. Gordon Hunter, agency vice-presi- 
dent, and James A. Giffin, assistant 
agency manager. Later a ten-day train- 
ing course for agents will be conducted 
by the two ‘home office men in the San 
Francisco office. 


Trophy Winners Announced 

Walter T. Shepard, vice-president 
the Lincoln National Life, has an- 
nounced the second list of silver anni- 
versary trophy winners in the company 
jubilee during its twenty-fifth year of 
business. The winners, with their terri- 
tories, are: Atlantic, H. C. Lawrence, 
of Newark, N. J.; Central, J. Wade 
3ailey, Fort Wayne, Ind.; Prairie, C. M. 


| Varde, of Chicago; Pacific, J. F. Ewing, 


of Corona, Cal., and Texas-Northwest, 


| A. H. Motter, of Dallas, Texas. 


These men were each awarded a beau- 
tiful silver statue trophy depicting “Vic- 
tory” in recognition of their volume of 
paid business during February. It is 
planned to award five trophies in each 


| of the 12 months of 1930 to the leaders 


in paid business in each of the five terri- 
tories enumerated. At the close of 1930, 
five super-trophies will be awarded, one 
to each division, to the agency that 
makes the best all-round scores for the 
year in its territory. 











End. @ 21 


ILLUSTRATION 





Child Age 1 


Annual premium 48.46 


Father Age 30 


Amt. payable in event of death at 




















( 


$270.29). 


* Insurance as above 
child. 





{ at age 21—$1,000 plus accumu- 
lated dividends (at present scale— 


‘| Waiver of premiums in case of 
death or disability of father. 


age 
1 | 2 | 3 | 4 | 5 andover 
200 | 400 | 600 | 800 | 1000 
PROVIDES— missions earned. 


WHY NOT 


on life of 








ments, 
Endowments. 


CHICAGO 


THE MUTUAL TRUST LIFE INSURANCE COMPANY offers 
a complete line of Juvenile Coverage, including Educational Endow- 
Limited Payment and Continuous 


Such policies were made available to our Field Force in keeping with 
the Company’s plan to equip its representatives with every facility 
which will contribute towards their prosperity and success. 


Mauatual Irust 


LIFE INSURANCE COMPANY 


Edwin A Olson, President 






JUVENILE INSURANCE 


is playing a large part in the success 
of many up-to-date life underwriters. 


EVERY WEEK sees a great many 
juvenile cases written in your terri- 
tory—a great many dollars in com- 


Payment 


ILLINOIS 


GET YOUR SHARE 


9? 


Long-term 








As Faithful as 





OLD FAITHFUL” 




























































































12 THE NATIONAL UNDERWRITER May 23, 199 May * 
New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Policy Literature. Rate Books, etc. Supplementing the ‘Unique Manual- 
Digest” and “‘Little Gem,” Published Annually in May and April respectively. 
UN : IDED PRICE, $4.00 and $2.00 respectively. 
ISSUES 12 PERCENT CONTRACT|;ADOPTS FAMILY POLIcy 
Some Agents Might Kansas City Life Announces Innova- | Minnesota Mutual Issues New Incom 
tion, Writing Popular Form Non- Form—Disability Rates Increased 
tf PS dical and Also 20-Pa i 
Become Million Dollar aes 7 Mihetve June 4 
The Kansas City Life announces is- The family income policy has } 
Producers suance of the now well known “family | adopted by the ‘iisenene "he tual : 
protection” contract originated by the} sued in amounts of $2,500 or more. 1 
Continental American of Delaware, with | policy provides: “Face amount payab 
two innovations. In most respects this | 4+ death: except if death occurs with 
But We Don't Ask Syatenct is fanatical with citi’ came | S,ctatny,cusamt death cece, wi 
: a = of other companies recently announced, | able at end of 20th policy vear with i. 
“Pilots to Protection guaranteeing 12 percent income to bene-| come thereon in the meantime at rate o 
ficiary for the remainder of the first 20| , percent per month.” Premium 
policy years if assured dies in that time. | gividends estimated on present earning: 


to go it alone. 


However, the Kansas City Life has ere shown below: 
made one striking departure in that it 
not only is issuing this contract on the Prem. and 1930 Dividends 
ordinary life plan, but also on 20-pay. 10 Year 
In addition it is being written on non-| Ae -----+-----+++; 25 >>? 

medical basis up to $2,500 between ages | }) Ww yy ones ners 





“Admittedly, some life underwrit- 
ers have such marked ability that 


| 15-45 on men and unmarried, self-sup- Seer 2.34 2.6 23 
y porting women, and up to $1,500 on D cece ecceereecs 3.00 3.45 3.97 Of 
Home Office roe are mag 'y married women between ages 15-45. ie Saw es ee Seas et Her , 
; l eir , Contrary to the practice of the Com-| 299 2222222221111) 6.62 8.57 
necessary to aid them in t tinental American of issuing this on two 20 Year Period 















































work plans, one guaranteeing the 12 percent| Age .............. 25 35 
. income on a 10 year basis and the other apg eee eeeeeee $22.18 $29.3 $ 
«oO : T on 20 year basis, the Kansas City Life} *°");'" sg zt 
Such men are the exceptions, O issues both the ordinary life and 20-pay Al lech mateo Rape eb C< 411 4.69 
. . H forms only on the 20 year basis. Dis- BO wccccccscesess 5.84 6.2 § 
the mayority of Agents, ome ability and double indemnity can be, 3° *-**+++++***: oes a os 
~ diff written in conjunction, the double in-}| ~ “°° ; ‘ ; 
Office Helps spell the imerence demnity rate being a flat charge of $1.30 New disability rates go into effect for 
: per $1,000 at all ages. Illustrative rates | the Minnesota Mutual June 1 and th 
between failure and success. are: new provision July 1. The new dis 
ability rates follow: 
' ~ ° Ordinary Life a - 
« > ; 
PI LOT LI FE seeks to fu rnish Without With W.P. Monthly Income W aiver Only 
. ; : Age Disability With W.P. and D.1. |.) may gg gat lg 
the men on the firing line with 15.2.0... $16.25° $16.64 © $17.94 20'¥r. Cont. 2 204 
: : ee. 25....... 19.93 8 21.78 15. $0.38 $0.30 § 
practical aids to underwriting abe 2o Re 34.65 | 20- 45 3 
ae 26.42 28.58 69. Oe 4 
° 31 °7 341° 30. 65 8 
attainment. 1 eee TS: aets | as: 82 lid 
ee 51.43 55.16 | 49- = : 
Here Are the Tools: ae oseees ego ce 6S. 09 210 
Ms ssnwas 96.74 : 4 
55. 3.0 
Participating and Sub-standard risk naan ean 
non-participating contracts. re withest _. _,, With W.P.| STATE MUTUAL LIFE ADOPTS 
] Age Disability With W.P. and D.1. 
plans 4 : ais pian’ $ 26.36 $26.69 27.99 NEW POLICY AND CLAUSES 
oy Complete accident 28.2 2 2$ 
Non-medical on Men COVSEAES, including 3: m The State Mutual Life of Massac! 
and Women. policies for children. rey sy setts has adopted a new disability « 
Endowment and or- Traini , 52.65 tract effective June 1. The rates will) 
bs Ay raining school and 64.56 ~ . 1s on fema 
dinary life policies g |! palit er increased and the premiun mn fem 
‘4 10me office assist- lives will be double the amount charg 
on children. ance. i for males. 
The State Mutual is issuing a n¢ 


Disability and dou- 
ble indemnity con- 
tracts for both men 


and women. 


New Sales Service 
(Direct Mail) to se- 
lected prospects. 


T. D. Blair, Agency Manager 


PILOT LIFE 


Insurance Company 


GREENSBORO 
North Carolina 





Liberal first vear 
and non-forfeitable 
renewal commissions. 











NEW RATES FOR JU. S. LIFE 
Disability Premiums Increased 30 Per- 
cent—Reductions Made on $5,000 
Series of Policies 





The standard disability clause has 
been adopted by the United States Life, 
effective June 1. Rates are increased 
approximately 30 percent. 

The premiums for the $5,000 series of 
policies issued by United States Life 
have been reduced at ages below 40. 
The 10-payment life form under this 
plan shows a gradual increase at ages 
above 45 but other forms do not change 
at the older ages. The ordinary life 
reduction at age 17 is $1.80 per $5,000. 
The new monthly income disability 
rates are shown below: 


Endowment Age 85 Endowment 
Cont. 20 30 Age 
Year Year 65 
Age t $ $ 
17. 1.44 1.55 2.16 
20. 1.51 1.69 2.32 
25. 1.70 2.01 2.65 
30. 1.97 2.50 3.02 
35. 2.44 3.27 3.52 
40. 3.20 4.11 4.19 
45. 4.57 5.11 5.20 
50. 5.97 6.27 6.71 
55. 7.65 ees 10.33 








business form contract to be used whe! 
contract is owned by one other than th 
applicant, especially to be used in casts 
of business insurance or where a wilt 
wishes to purchase insurance on the !! 
of her husband. It is prepared speci! 


cally for the business case and the cor 
poration, partnership or individual ¥ 
pays the premiums to whom the pr 
ceeds are payable, in the usual pol 
referred to as “beneficiary” in this ¢ 
tract is definitely named as the owner 
The suicide and incontestable claust 
in all the State Mutual’s contracts have 
been extended from one to two years 


NATIONAL LIFE U.S.A. : 
MAKES APPOINTMENTS 





B. E. Reid has been appointed age" 
manager by the National Life, U.S! 
for central and southern M : 
He will have temporary headquarters é 
Centreville but plans to operate pe 
manently from Columbia, Ga. ; 

The National Life also has appoimt 
I. H. Hoel agency manager i uth- 
western Minnesota with headqua ’ 
Canby, Minn. He has been a succes” 
ful producer for the Equitable Lue ‘ 
New York for several years. 
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ADVANTAGES 


Enjoyed by Representatives 


ot 


and 


A Fair and Profitable Contract 


The Lincoln National Life Insurance Company believes in and 
practices the policy of the sguare deal. It offers to its representatives a fair, 
clean-cut, profitable contract which its agents regard as liberal! and highly 
satisfactory, and especially appreciate the many plus features. 


Stimulating Leadership 


The executive management of The Lincoln National L.ife has not 
changed from the beginning. Its agency officers, its field superintendents, 
its supervisors, and its general agents and managers are men with wide in- 
surance sales experience, with keen personal interest in the success of each 
representative, and of personality and ideals which make their leadership 
extremely welcome and stimulating. 


Prompt Service on Applications 


The Lincoln National Life has long prided itself on the prompt- 
ness with which it acts upon applications sent in by its agents. It is su- 
perbly equipped and organized to give exceptional service and speedy 
underwriting, and most naturally its agents appreciate this important fac- 
tor in their work. 


(Continued on next page) 
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New Jersey 


Minnesota 


Illinois 


Michigan 


Wisconsin 
A Lincoln Life State 
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A Lincoln Life State 


4 A Kit of Popular Policies 














The Lincoln National Life offers all the standard life, limited pay, 
endowment, and annuity contracts, and in addition a number of exceed- 
ingly popular specialties which will be mentioned in further paragraphs. It 
offers protection to women as well as to men, to substandard as well as stand- 
ard risks, and to children as well as adults. It also offers disability and 
double indemnity benefits. 


Many Sales Aids 


An efficient high-geared agency service machine operates for the 
benefit of the agents of The Lincoln National Life. Splendid sales promo- 
tion plans, tested programs, and the newest in insurance selling methods 
are continuously brought to him in the field both through agency officers 
and through a well-rounded program of printed sales aids of many kinds. 
The Lincoln Life agent is exceptionally well supported in his work in his 
territory. 


Effective Training Plans 


The Lincoln National Life is particularly proud of its training 
program. Through a highly organized correspondence course for new 
men, through a well-developed system of confidential Monday Morning 
Messages, through a program of sales conferences and sales schools, and 
through its periodic publications and literature, it helps every man to keep 
up to date in the technique of his work. 


Enthusiastic Sectional Meetings 


No more enthusiastic conventions could be imagined than the sec- 
tional meetings of The Lincoln National Life. Thorough preparation and 
planning make these a potent factor in every Lincoln Life man’s success. 
No expense or pains are spared to make them practicable and stimulating. 
As an example of their high caliber, it might be stated that during 1930 The 
Lincoln National Life engaged Dr. Charles J. Rockwell, the famous insur- 
ance sales educator, to present a program of constructive sales plans at each 
of its sectional meetings from the Atlantic to the Pacific. 


Circularizing and Lead Production 


Agents who favor the direct mai! method of prospecting and pre- 
selling are delighted with the circularizing system of The Lincoln National 
Life which sells the prospective agent to the prospect before he rings the 
door bell. In addition to this thorough program, many special lead pro- 
duction plans are used, as for example, those in connection with mailings 
to policyholders and with special drives. During one month recently ap- 
proximately 5,000 leads were cleared to the agents of The Lincoln National 
Life. 
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Pennsylvania 
A Lincoln Life State 








A Lincoln Life State 





A Lincoln Life Stat 








Briefing Service 


Agents are given personal and potent assistance by The Lincoln 
National Life Sales Research Department in the preparation of indi- 
vidual presentations and briefs for big cases and special cases where such 
assistance will be helpful. Lincoln Life briefs in their embossed presenta- 
tion folders are effective sales weapons. 


Unit System of Correspondence 


The Lincoln National Life agent keeps in close touch not only 
with his general agent or manager and with his divisional field officers, but 
also with the Home Office of the Company. A special and very effective plan 
has been devised whereby a Home Office representative is assigned to each 
agent and this representative in the Agency Department is charged with 
serving his needs in the closest possible manner. The plan has proved ex- 
ceedingly practicable and stimulating. 


Periodic Publications 


In the interests of even closer contact between the agents and the 
Home Office, and in order to clear to him promptly sales ideas and in- 
formation, a series of field magazines and papers are published. Several 
of these will be described in later paragraphs. There are also periodic pub- 
lications of data sheets for the sales kit, records of achievement, and many 
others. There is even a publication for the agent’s wife, The Lincoln Life 
Helpmate, which appears intermittently. 


Recognition of Achievement 


The Lincoln National Life delights in honoring its successful 
agents. Engraved deep in Indiana limestone in the beautiful entrance 
lobby of the Home Ofhce building of the Company are names of outstand- 
ing agency men in the field. The Lincoln Life clubs, and awards of many 
kinds are satisfying evidence of the desire of the Company to recognize 
fully the efforts and achievements of The Lincoln Life agents. 


The Emancipator Plan 


Among the many popular specialties which The Lincoln Life 
agent has in his kit is one that is especially salable to business and profes- 
sional men. This policy averages nearly $15,000 in size, has many attrac- 
tive options, and exceedingly low rates. It is a very popular policy. 
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1 4 The 23 Year Endowment 


—- This specialty has been a popular one with Lincoln Life agents 
for years. It is a plan which is particularly valuable for the changing needs 
of young men and for others who may wish to take future advantage of its 
many wonderful adjustment options. 
































Nebraska 
A Lincoln Life State 





1 5 The Retirement Income Contract 


' Here is a splendid partial payment deferred annuity which has 


been sold in an increasingly large volume by the agents of The Lincoln 
National Life. This is an exceedingly attractive contract and one that as- 
Kansas . : 
A Lincoln Life State sures to every purchaser his dream of a happy and financially care-free old 
age. 





16 The 44% Annuity 


Here is another popular specialty of The Lincoln National Life. 

This contract offers in addition to its high return and guaranteed regular 
West Virginia annuity payments, insurance benefit at death, the return of the invested prin- 
A Linedln Lige State cipal. Thus it is a wonderful investment contract which fits the needs of 





many. 


1 7 Substandard Policies 


Protection is often needed to even a greater extent by those who 
are substandard than by those who are able to get standard insurance. The 





Montana Lincoln National Life was a pioneer in the field of substandard insurance 
A Lincoln Life State 


and has been a leader in the development of its benefits. Having this addi- 
tional field, The Lincoln National Life agent is less circumscribed than 
one who does not have such substandard contracts in his kit. 








q The Lincoln National Life’s strong and safe position is not unfa- 
vorably affected by its substandard department. Its substandard ratio of 
District of actual to expected mortality is equally as favorable as its standard mortality 
Columbia ; 
LNL Territory ratio. 
LINK UP WITH THE LINCOLN NATIONAL LIFE 
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1 s Juvenile 
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A ume wife State 


A Lincoln Life State 


The Lincoln National Life was also a pioneer in the field of Juv- 
enile insurance. Its Juvenile policies are written on the lives of children of 
from one day in age up. A Juvenile contract is not only a splendid guaran- 
tee of education, and a builder of thrift ideals, but to the agent it is a splen- 
did door-opener for insurance for the parent. 


Expansion Program 


1930 is the Silver Anniversary year of The Lincoln National Life, 
and a great expansion program is in progress with many stimulating agency 
features for its representatives. They have adopted this motto for the year: 
“Every man fighting for new records in 1930.” 


Stimulating Clubs 


The Lincoln National Life offers its agents not only the stimulat- 
ing production clubs, including its Emancipator, Circuit Rider, and 
Railsplitter Clubs, but it also has some agency organizations that are par- 
ticularly unique. Its Minute-Men Club includes agents who accomplish 
approximately an average year’s work in the last four months of the year. 
Its Spotlight Club, its Nancy Hanks Club for the wives of agents, its Con- 
secutive Weekly Production Club (members of which have a regular record 
of production from one to more than 14 years) and others, are all very 
popular and worth while. 


2? 1 The Lincoln Historical Research Foundation 





oO 


New Mexico 
! Lincoln Life State 


The Lincoln National Life houses one of the most interesting and 
valuable collections of Lincolniana to be found in private hands. This is 
in charge of a noted Lincoln scholar and curator. Many worth while pro- 
jects are being developed by this Foundation, including publication, re- 
search, libraries, and public addresses. Many agents find it a pleasure to 
cooperate with the Foundation and gain a source of widening influential ac- 
quaintanceship. 
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ead Advertising 


The Lincoln National Life carries forward a consistent program 
of backing the representatives of the Company with trade-journal advertis- 
ing, and advertising in other fields through its well-organized publicity pro- 





Arkansas gram. It cooperates closely with each agent in his local advertising. 
A Lincoln Life State : 


> 3 Monday Morning Messages 
One of the most unique and practical sales-building publications 
in the insurance world is the confidential Monday Morning Message which 
comes to the agents of The Lincoln National Life at the beginning of each 
— week’s work. Each number of this publication deals specifically with one 
sic ean ines practical sales subject. It is most thoroughly and carefully prepared, and 
Lincoln National Life agents treasure and review each copy frequently. 
The file of Monday Morning Messages forms a most valuable sales manual. 





The Emancipator and the Clubman 
The major magazines of the Agency Department of The Lincoln 
National Life are The Emancipator and the Clubman. The Emancipator 
PHO. is carefully edited, considerable attention being given to typography and 
A Lincoln Life State art work, as well as to stimulating and helpful editorial contents. The Club- 
man, which is also issued monthly, is a confidential magazine for the dual 
purpose of recognizing current achievements of agents and of presenting 





the sales plans of the month. 


Assets and Insurance in Force 
The Lincoln National Life Insurance Company on the first of 
January, 1930, had assets of more than 69 millions, and had more than 800 
Tennessee — . , . . 
t Lincoln Life State millions of insurance in force. It hasa record of exceedingly rapid growth 
because of its aggressive promotion program. It is numbered among the 
first twenty companies of the United States in amount of insurance in force. 





26 Indiana Compulsory Deposit Law 

The investments of The Lincoln National Life are not only ap- 
proved by the State of Indiana, but also (by the provision of the Compulsory 
Deposit Law) are actually held in the custody of the State. This strict law 





North Carolina . . — , 
A Lincols Life State assures the policyholder of absolute safety, and is an additional splendid 


point to make in the agent’s canvass. 
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27 Friendly Cooperation 


me . , : , at's a . 
If any company is entitled to the adjective “friendly” in describ- 


ing its agency relation, it surely is The Lincoln National Life. There isa 

spirit of comradeship among the agents and between the agents and officers 
Maryland of the Company that is a real factor in building a happy, permanent organ- 

Saeco ization, and sure and regular production by its representatives. 





y ~ 5% on Matured Policies 


The Lincoln National Life has for a number of years paid excess 
interest on matured policies left on deposit with the Company to the 
amount of a total of 5%. 





North Dakota 
A Lincoln Life State 


29 Policyholders’ Service Bureau 


A well-organized, thoroughly-manned policyholders’ service bu- 
reau works with the agent to service policyholders and conserve insurance. 
Members of this important department cooperate very closely with Lincoln 
Life agents. 





Utah 


A Lincoln Life State 


30 Thirty States 


Along the margins of the pages of this ad you will notice the out- 
lines of states in which The Lincoln National Life is licensed to do business. 
In addition, must be mentioned the District of Columbia. 





Texas 
A Lt co a fe St fig . . . . . . . . . 
ee Naturally in this brief space it is impossible to give anything but 


a sketchy picture of the many advantages enjoyed by the representatives of 
The Lincoln National Life and offered to agents who link up with The Lin- 
coln. You are invited to write for a copy of Can You Measure Up? If not 
now under contract, and if interested in the splendid opportunities offered 
by this Company to its agents, use the blank on the following page. 
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CONFIDENTIAL QUERY LETTER 


The Lincoln National Life Insurance Company 
Fort Wayne, Indiana 


I am interested in your expansion plans and request specific information con- 
BE, ee 
Here are some facts regarding myself: 

Name 

Address 

Age 

Married 

Children 

Education 

Life insurance experience 

Organizing accomplishments 

Production record 

Other experience 

Amount of life insurance personally owned 

Accomplishments in finding and training agents 

Financial condition 


Ambition 


Write a letter if you prefer. It will be treated as absolutely confidential. 
If now under contract, do not write unless you are ready for 
advancement which your own company cannot offer. 












“*LINK-UP-WITH-THE-LINCOLN”, A STRONG, 
COMPANY WHICH PLEDGES THAT “ITS 






SAFE, AGGRESSIVE, GUARANTEED-LOW-COST 
NAME INDICATES ITS CHARACTER”. 





















The Lincoln National 
Life Insurance Co., 
Ft. Wayne, Ind., 


1 


is a guaranteed low cost, 
ordinary life company, 


2 


with more than $800,000,000 
of insurance in force; 


3 


it is aggressive, progressive, 
human, and friendly, 


4 


strong and ably managed, 


5 


absolutely safe, 


6 


rapidly growing, 


7 


and offers some exception- 
ally attractive openings for 
agents and organizers who 
can measure up to its re- 
quirements. 
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ACCIDENT AND HEALTH FIELD 











OLD LINE LIFE HAS MEETING 


One-Day Accident and Health Confer- 
ence Is Held at Home Office 
in Milwaukee 


The Old Line Life of Milwaukee held 
a one-day regional accident and health 
conference at the home office. H. A. 
Woodward is manager of the accident 
and health department. The principal 
speaker was James L. Rainey of Cald- 
well & Co., Nashville, Tenn. Mr. Rai- 
ney formerly was field supervisor for 
the Missouri State Life in the accident 
department, and prior to that was a 
large personal producer of accident and 
health business. 


Agents and Officials Speak 


A number of agents and home office 
officials spoke, among them being M. N. 
Green, district superintendent; J. E. 
Riley, secretary-treasurer; F. R. Daven- 
port, field inspector in the life depart- 
ment: M. F. Ryan, assistant treasurer, 
and W. J. Moore, assistant secretary. 

The Old Line Life is making fine 
progress in its accident department. 
Business written the first three months 
is 20 percent ahead of 1929. 


Chicago Company Changes Name 


The old Equity Insurance Company of 
Chicago is the successor of the Aero- 
nautical Workers Accident, its name 


having been changed. This is an assess- 
ment company, licensed June 14 of last 
year. W. H. Ostrander, formerly secre- 
tary of the American Lloyds of Chicago 


and later with the Mutual Professional, 
is president. The company is located at 
100 North LaSalle street, writing a 
penny-a-day accident and health insur- 
ance John W. Follmer and Dr. Orlando 
Seott are connected with the institution. 





ABSORBS PIONEER CASUALTY 


Running Mate of Occidental Life of 
California Now Merged With Parent 
Company—Issues New Policies 


One of the changes brought about by 
the recent change in ownership of the 
Occidental Life of California, when the 
control passed to the Trans-America 
Corporation, has been the merging of 
the Pioneer Casualty with the Occi- 
dental Life. For some time the Pioneer 
has been a part of the Occidental or- 
ganization, but operating more or less 
independently. The details have now 
been completed and new policies put on 
the market. 

The Golden Gate branch, managed by 
Mark Barichievich at San _ Francisco, 
has consolidated its business with the 
home office branch at 503 Market street, 
with Mr. Barichievich as manager for 
northern California. This agency will 
be known as the Pioneer accident and 
health agency of the Occidental Life. In 
his first year as manager of the Golden 
Gate branch Mr. Barichievich’s organi- 
zation produced 2,070 applications with 
$132,877 in premiums. 

Circulars and literature have gone 
forward notifying the field force of the 
new “Pioneer” policies of the Occidental 
Life. These new policies will have 
many changes, the most important being 
the non-assessable and non-prorating 
features. 


MIDWEST LIFE ISSUING 
SEVERAL NEW POLICIES 


The Midwest Life of Nebraska is is- 
suing several new accident and disability 
policies. One policy is intended for non- 
wage-earners, particularly housewives, 





| and is sold either with accidental death 


and dismemberment benefits only or 
with additional benefits for fractures 
and dislocations, reimbursement indem- 
nity for surgical treatment and nurses 
and hospital fees. Another is for farm- 
ers and farm hands, giving protection 
during the winter months when most 
needed. 

The company is replacing its “cham- 
pion” accident policy with what it calls 
the “ideal,” which provides for lower 
rates without limitations, and provides 
for doubling of indemnity for certain 
kinds of accidents. It also provides 
monthly indemnity for two years where 
the insured suffers the loss of sight of 
both eyes or loss of both hands and both 


feet or one hand and one foot as the 
result of disease. 
““Supreme” accident and_ disability 


policies are substituted for the old 
“master” policies, with lower rates, 
wider coverage, no policy fee and prac- 
limitations. These for 


tically no are 
business and professional men and 
women. A “supreme” health policy is 


being offered the same classes where an 
accident policy of at least an equivalent 
indemnity is held. 


Schmidt Agency in Lead 

manager in 
Lincoln Life 
department, 


Fred Schmidt, division 
Chicago for the Abraham 
in the accident and health 
has held the honor agency banner for 
the first two quarters of the club year. 


If the banner is held for four consecutive 


quarters it becomes the permanent pos- 
session of the agency. Thus far Mr 
Schmidt has led the entire agency force 


Decide Mutual Benefit Case by June 


Mutual Benefit’s disability clause case 
against the Ohio department was given 
a preliminary hearing this week before 
Judge Leach of the common pleas court 
in Coluntbus. It was agreed that no 
temporary injunction will be issued but 
that the case will come up for final 
hearing before the June recess of the 
court. 








Combined Fraternal Data 
Book Ready Next Month 


The new Fraternal Compend-Digest 
for 1930 is on the press and will be 
ready for distribution next month. The 
Fraternal Digest, which THe NATIONAL 
UNDERWRITER has published annually for 
the past three years, has been consoli- 
dated with the Fraternal Compend and 











will be published jointly by Tue Na- 
TIONAL UNDERWRITER and the Taylor, 
Bird & Co., fraternal, statistical and 


tabulating service of Cedar Rapids, Ia. 
Taylor, Bird & Co. are also the pub- 
lishers of the “Fraternal Field.” This 
cooperation will insure a more complete 
and valuable book. 

Every legal reserve life insurance 
company should have a copy of the Fra- 
ternal Compend-Digest for reference, It 
contains over 300 pages of information 
regarding fraternal and mutual life asso- 
ciations, giving their policy contracts, 
certificates, information as to their re- 
serves, premium rates, dividends, sur- 
render values, mortality cxperience, if 
any, and business in general. 

The fraternal orders constitute an im- 
portant element in the life insurance 
field. While their policies are small in 
comparison with those of the old line 
companies, they constitute a no incon- 
siderable total of life insurance protec- 
tion. The amount of fraternal insurance 
in force is now about $10,000,000,000. 
Many of the fraternal orders are chang- 
reserve some having 
made more progress others. To 
cover the fraternal orders statistically 
and actuarily in an adequate manner 
the publishers feel that a fraternal pub- 
lication should have the supervision of 


basis, 
than 


ing to a 


someone who is constantly in touch 
with fraternal conditions. 

A. & H. men should wr The Na- 
tional Underwriter for free booklet, “Six 


Honest Serving Men.” 
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Small Margin Makes Great Difference 


Lire is so competitive that only a slight 
margin of difference between men produces 
very broad contrasts in results. “The dif- 
ference,” says HuGu Harr of the Penn 
Mutual, “between my wrist action and that 
of Bossy Jones is infinitesimal, yet that 
almost imperceptible difference makes me 
a dub and him a world champion, 

“The life insurance man,” he continues, 
“is peculiarly governed by these margins. 
Two agents may be about the same in 
fundamental ability, yet one knows and the 
other guesses; one thinks and the other 
throbs; one clarifies his ideas, the other 
misses the intellectual bull’s-eye by a jot; 
and so it goes—small margins separate 
their processes of work, and yet the sum 
total of those margins makes one 2 pros- 
perous million-dollar-a-year producer and 
the other a pawnshop addict. ‘Che ‘almost’ 
man is the great problem of the insurance 
business—perhaps of all business. 

“Too many life insurance agents do not 
know their business. That makes a fine 
opening for the man who does, But knowl- 
edge does not by any means insure suc- 
cess in life underwriting. This is de- 
cidedly a business of action. Action minus 
knowledge secures more business than 
knowledge minus action. Action plus 
knowledge produces the miracles in life 
insurance. You cannot beat that combina- 
tion. This is a strenuous job—no voca- 
tion for a pale-faced, anemic person either 


of body or spirit. The underwriter must 
go into action both often and intensely. 
He cannot flinch, he cannot hit soft, he 
cannot give himself over to complacency. 
However calm his exterior, hot fires of 
enthusiasm and strong purpose must burn 
inside him, and light up his effort. Each 
day is a great day in his life—for it is full 
of either victories or defeats, or both. No 
dull moments for him—for action keeps 
the mills of his knowledge grinding away 
at grist. 

“The real life insurance agent is a 
builder of clients and not merely a seller 
of policies. Each man he sells becomes a 
business friend for life. The sporadic 
buyer and the temporary policyholder dc 
not provide the sort of material out of 
which he can build a fine career. He must 
join himself to men’s expanding ambitions 
and help to make those ambitions develop 
That is how permanence 
for ambitions 


into realizations. 
is a factor in his service; 
that are worth while are slow in being at- 
and life insurance, being a ‘long- 
must needs be supplied by a 


tained ; 
pull’ ally, 
man who is available for continuous con- 
sultations, regarding the adjustment of old 
insurance to changing conditions, or the 
taking of new insurance to underwrite ad- 
ditional or expanding needs and ambitions. 
Therefore the wise agent makes a pros- 
pect become a friend as well as a policy- 
holder.” 


Insurance Defiant 


Wuie other industries find solace in 
profits which might have beén less or in 
losses which might have been greater, life 
insurance rolls up a score reminiscent of 
boom days. Life insurance sales were 
greater by 6.4 percent in April, 1930, than 
in April, 1929. In ordinary, last April 
was the largest April for all time and was 
but $2,000,000 short of being the largest 
month for all time. Ordinary production 
for the first four months stands 6.7 per- 
‘cent ahead of last year. 

The growth of life insurance in the face 
of business uncertainty, is perhaps the most 
encouraging omen on the horizon. It in- 
dicates fundamental strength in our finan- 
cial and social structure. With life insur- 
ance investments becoming progressively 
more popular, we can view surface troubles 





with greater equanimity. There is no dan- 
ger of profound economic catastrophe nor 
collapse of values, so long as our citizens 
in adversity have the faith in the future 
which their purchase of life insurance in- 
dicates. 

To speculators who are in and out of 
the market several times each day, the 
life insurance record is not particularly 
helpful. But to the investor, who is buy- 
ing securities and property now on the 
theory that appreciation is inevitable over 
a period of years, advance in life insur- 
ance sales is a guaranty that his theory is 
correct. 

Increase in life insurance sales means 
cumulative increase in purchasing power, 
which, in turn, means that property values 
must enhance. 


PERSONAL SIDE OF BUSINESS 
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Vice-President Thomas J. Tyne of 
the National Life & Accident of Nash- 
ville is recuperating in Biloxi after a 
siege of bronchitis. 


Dr. Harry W. Dingman, medical di- 
rector of the Continental Assurance, 
Chicago, has written an_ interesting 
pamphlet, “Keeping Fit,’ which the 
company is offering to policyholders 
who desire it. May is policyholders’ 
month in the Continental organization. 
There were 11,000 advance requests for 
the booklet before it came from the 
press. 


Walter W. Belson of Milwaukee, edi- 
tor of “Federation News” and executive 
secretary of the Insurance Federation 
of Wisconsin, has an addition to his 
family in the form of a husky baby boy. 

A half century of service in the home 
office has been completed by Charles G. 
Stone of the audit department of the 
Travelers. President L. Edmund Zach- 
er paid him high tribute and he received 
gifts and flowers from other employes. 


R. Jj. Merrill, vice-president United 
Life & Accident of Concord, N. H. has 
not been to his office since April 1, due 
to ill health. He is now on a recreation 
trip to recuperate. 

A. M. Johnson, chairman of the board 
of the National Life, U. S. A., accom- 
panied by his wife, arrived in Los An- 
geles last week from Death Valley and 
plans to remain in southern California 
several days before returning to the 
desert. Mr. Johnson is interested with 
Walter Scott, known as “Death Valley 
Scotty,”’ in the building of “The Castle” 
in Death Valley and Mr. Scott, who has 
been a close friend of Mr. Johnson for 
the past 30 years, accompanied him. Mr. 
Johnson is keenly interested in the beau- 
ties of Death Valley and the famous 
“shack,” costing $5,000,000, which all 
Americans will be invited to visit when 
completed. It is being built by C. A. 
MacNeilledge, Chicago architect. 

Completing 35 years of service as 
manager of the Equitable Life of New 
York for West Virginia, Thomas B. 
Sweeney was honored at 2 dinner at 
Wheeling, attended by company execu- 
tives and representatives from all sec- 
tions of West Virginia, Maryland, Ohio 
and Virginia. The dinner was in con- 
nection with a two-day meeting of Equi- 
table representatives for that district. 

G. C. Tarbell of New York, director 
of the company, who tendered Mr. 
Sweeney his first contract with the 
Equitable 35 years ago, was in Wheel- 
ing for the first time in 24 years to par- 
ticipate in the Seotivities. 


O. M. Hatcher, “58, former member 
of the firm of Hatcher Brothers, Fargo, 
N. D., state agents for the Great West 
Life of Winnipeg, died at his home in 


Minneapolis, following a three months’ 
illness. He is the brother of M. N. 


Hatcher and R. E. Hatcher, Fargo, and 
J. S. Hatcher, Grand Forks, N. D 


A. F. Colwell of Fargo, N. D., gen- 
eral agent manager of the Bankers Re- 
serve Life, was called to the bedside of 
his father, Willard J. Colwell, prominent 
lumberman of New Brunswick, Can., 
who is ill with heart disease. 


John Newton Russell, manager of the 
home office agency of the Pacific Mu- 
tual Life, was the guest of honor at a 
luncheon in Los Angeles to commemo- 
rate the 35th anniversary of his service 
with the company. The luncheon was 
given by the Million Dollar Club, com- 
prising 40 members of the agency who 
have written at least $1,000,000 each of 
insurance in the Pacific Mutual. Presi- 
dent George J. Cochran presented a dia- 





mond pin to Mr. Russell. Another gift 








was a “box of sweets,” presented by 
members of the agency, which when 
opened disclosed 85 applications totaling 
more than $450,000 of written new in. 
surance. 


Alfred MacArthur, president of the 
Central Life of Illinois, has been in New 
York the past week. 


R. M. Malpas, president of the Rein- 
surance Life of Chicago, still is recuper- 
ating in southern California from a 
breakdown some months ago. His con- 
dition still is such that he is not ex- 
pected to return to his office for some 
time. 

Through a regrettable error in the 
Argus Casualty Chart for 1930, the 
name of the Income Guaranty Company 
of South Bend, Ind., was included in the 
list of stock companies that have re- 
tired from business. The company not 
only has not retired from business, but 
is progressing handsomely. It is a stock 
company with a good surplus provid- 
ing reserves for all liabilities. Holders 
of the Argus Casualty Chart should 
correct their copies by scratching out 
the name of this company where it ap- 
pears next to the bottom on page 149. 


White L. Moss, of Louisville, presi- 
dent of the Kentucky State Life and 
president of the ‘Mercator Club of that 
city, is being backed for the presidency 
of the club’s national organization. 

A. E. Mielenz, Milwaukee general 
agent for the Aetna Life, acted as toast- 
master at the “quarter century dinner” 
held at the Milwaukee Y. M. C. A., May 
19. Mr. Mielenz, who has been a mem- 
ber of the association for 46 years, was 
one of the honored members at the din- 
ner. 


Frank P. Manly, president of the In- 
dianapolis Life, who went to San Fran- 
cisco in April on agency business, will 
return home Saturday. May is “Manly 
Month” with the Indianapolis Life and 
a fine volume of new business is being 
turned in. As has been the custom for 
some years, Mr. Manly’s birthday May 
28 will be celebrated by the home office 
staff with an outdoor party and picnic 
at his country home north of Indian- 
apolis. 

The record catch in Minnesota lakes 
so far this season is claimed by Harold 
J. Cummings, vice-president of the Min- 
nesota Mutual Life. He landed a 17- 
pound lake trout in Clearwater Lake, 
Minnesota. 


When Actuary E. M. McConney of 
the Bankers Life of Iowa goes abroad 
in June to attend the International Con- 
gress of Actuaries at Stockholm, Swe- 
den, he will take advantage of the occa- 
sion to visit scenes poignant with mem- 


ories. Following the congress, Mr. Mc- 
Conney, who is to be accompanied by 
Mrs. McConney, will tour the French 


and Belgian battlefields, where some 
13 or 14 years ago he fought as a mem- 
ber of the Canadian expeditionary 
forces. Mr. McConney spent more than 
four years at the front, being injured 
shortly before the armistice. Mr. and 
Mrs. McConney will also visit England 
and Scotland while abroad. They sail 


~ 


June 7. 


George L. Dyer, general agent in St. 
Louis for the Columbian National Life, 
has been elected president of the Asso- 
ciation of Catholic Boy Leaders in St. 
Louis. 


Robert C. Newman, large producer 
for the Missouri State Life, is a mem- 
ber of a syndicate that recently pur- 
chased the controlling interest of the 
St. Louis Pump & Equipment Company 
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for approximately $200,000 from M. E. 
Singleton, former president of the Mis- 
souri State Life, and E. C. Singleton. 
The company was organized in 1918 
and builds pumps and gasoline market- 
ing equipment. Mr. Newman has been 
named president. 

J. B. McKechnie, general manager of 
the Manufacturers Life, and C. P. 
Muckle, secretary-treasurer of the Ex- 
celsior Life of Toronto, have sailed to 





attend the International Congress of 
Actuaries in Stockholm. 

E. R. Sadler, general agent for the 
Bankers Life of Nebraska at McCook, 
Neb., and formerly in charge of the 
Hastings agency, died recently after a 
long illness. Mr. Sadler had been en- 
gaged in the life insurance business for 
many years and was one of the largest 
producers of the company for the 
greater portion of that period. 








| LIFE AGENCY CHANGES 

















GOES TO WHEELING 
Richmond Man Appointed West Vir- 
ginia State Manager for Mutual 

Life of New York 


WILSON 





Eldon D. Wilson of Richmond, Va., 
has been appointed manager for the 
Mutual Life of New York at Wheeling, 
W. Va., succeeding Lawrence O. Jud- 
son, who died recently. He had been 
agency Organizer for the S. B. Love 
agency of the Mutual Life at Richmond. 
He started out with the Mutual Life in 
1917 as an agent in Grayson county, 
Va. where he was born and reared. 
Later he went west, becoming asso- 
ciated with the Denver agency. Re- 
turning to Virginia in June, 1922, he be- 
came superintendent of agents for the 
Love agency, holding that position until 
he was promoted to agency organizer. 

His new territory will include all of 
West Virginia except a few counties in 
the extreme northwestern section, which 
are under the Baltimore agency. 

Mr. Wilson’s appointment fills the va- 
cancy caused by the death of Lawrence 
0. Judson, who had just taken charge 
of the Wheeling office May 1, having 
been transferred from Pottsville, Pa. 





R. H. Moore, C. C. Moore 


Ralph H. Moore, for a number of 
years in the insurance business in Mem- 
phis, has again entered the business 
with the Equitable Life of Iowa as joint 
general agent with Carl C. Moore. They 
are not related. 

Ralph H. Moore established the Equi- 
table agency there three years ago but 
was forced to resign due to ill health. 
At the time of his withdrawal in No- 
vember, 1928, he was succeeded by Carl 
C. Moore. His offices will be in the 
Exchange building. 





G. H. Knudsen 


C. J. Klitgaard, general agent of the 
Continental Life in San Francisco, has 
announced the appointment of George 
H. Knudsen as agency supervisor. Mr. 
Knudsen was one of the most successful 
personal producers of the San Francisco 
agency of the New England Mutual 
Life. 





A. H. Doty, J. L. Reeves 
The Standard Life of Jackson, Miss., 
recently announced the appointment of 
A. H. Doty and J. L. Reeves as agency 
managers at Jackson. 





David Luick 


David Luick has been appointed su- 
pervisor of the Aetna Life general 
agency of S. T. Whatley in Chicago, to 
have charge over northern Illinois terri- 
tory outside Cook county. This terri- 
tory formerly was supervised by A. H. 
Hiatt, who has been transferred as su- 
Pervisor to the city organization. Mr. 
Luick recently has been one of the Chi- 
cago managers for the Federal Life, pre- 
viously having been an agent for the 
Northwestern Mutual for three years in 
Minneapolis. He started at scratch for 
the Federal in Chicago and in a year 
has built up an organization that paid 
lor approximately $1,000,000, 





GRAY GETS ST. LOUIS AGENCY 





Guardian Life Announces Appointment 
of Manager to Succeeds Henry 
Kronsbein, Who Retires 





The Guardian Life announces the ap- 
pointment of W. Ashley Gray as man- 
ager of its St. Louis agency in 803-5 
Ambassador building. 

He has been a prominent member of 
St. Louis’ insurance fraternity for some 
years past. He entered the field there a 
few years after his graduation from col- 
lege and following a successful experi- 
ence in sales management for the Pack- 
ard Motor Car Company. 

The St. Louis agency for many years 
has been one of the foremost units in 
the Guarian’s agency organization. Mr. 
Gray succeeds Henry Kronsbein, who 
resigned as manager on April 1 after 
26 years’ service, in order that he might 
devote himself to full enjoyment of his 
model farm. 


Mutual Life of Baltimore 


William C. Hathaway has been ap- 
pointed manager of the new Cleveland 
No. 3 district of the Mutual Life of 
Baltimore. He was the first manager 
of the company’s Lorain, O., office. He 
has been with the Mutual Life for six 
years. Recently he has been assistant 
manager in Cleveland No. 1. E. F. 
Chamberlain, chief assistant manager in 
Chicago No. 1 district, has been appoint- 
ed manager of Chicago No. 3. N. Mon- 
teforte, assistant manager, Chicago No. 
1 has been appointed chief assistant 
manager. 





E, Treiman, B. G, Tharp 


The American National of St. Louis 
has appointed Ed Treiman of San Anto- 
nio general agent for southern Texas 
adjacent to San Antonio and the Mexi- 
can border. 

B. G. Tharp of Amarillo, Tex., has 
been appointed division manager. 





Clyde L. Burch 


Clyde L. Burch of Atlanta has been 
appointed manager for Georgia for the 
Volunteer State Life. For the past two 
vears he has been agency supervisor 


for the Jefferson Standard Life. Pre- 
vious to that he was with the Aetna 
Life and the Connecticut Mutual Life. 





Mrs. Claudia Ports 


A. L. Law, general agent at Oakland 
of the Great Republic Life, has added 
a women’s department to his agency 
with Mrs. Claudia Ports as supervisor. 
Mrs. Ports formerly resided in Los An- 
geles and for several years was a mem- 
ber of the local agency in that city of 
the Lincoln National Life. 





Pilot Life Appointments 


J. Max Rawlins has been appointed 
manager of the Norfolk, Va., office of 
the Pilot Life. The company maintains 
a branch there covering quite a terri- 
tory. Recent general agency appoint- 
ments by the Pilot are: W. C. Patter- 
son, McComb, Miss.; J. O. Dampeer, 
Jackson, Miss.; Frank Thompson, Fort 
Worth, Tex.; A. C. Morton, Meridian, 
Miss.; L. A. Sledge, Washington, D. C.; 
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Progress 


Shield Men are backed by a company that has 
had a sound substantial growth since its incorpo- 
ration in 1902. 


Today the National Life and Accident ranks 
among America’s greatest fifty life companies on 
life insurance in force. It has the largest indus- 
trial, health and accident insurance business in 
force in the world. It closed its first ten years 
experience in Ordinary with a world record on 
volume in force of over $100,000,000. It is fifth 
among all companies in America on total number 
of policies in force. 


Shield Men are confident knowing they represent 
a company considered one of the world’s 
strongest. 


|It pays to be a Shield Man |, 


Interz7:ing information concerning the advantages of becoming 
Shield Men will be sent upon request. 
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W. M. Board, Dallas, Tex.; Ben C. 
Moss, Meridian, Miss.; D. A. Ruben- 
stein, Groesbeck, Tex.; J. L. VanPelt, 


Hopewell, Va. 


Allan S. Dempsey 
Allan S. Dempsey of Minneapolis has 
become associate general agent for 
Minnesota of the John Hancock Mutual 
Life. He will be associated with Lloyd 
J. Lynch. 


Oliver F. Roddey 


Oliver F. Roddey, general agent of 
the Penn Mutual at Charleston, S. C., 


at Hamilton, has been transferred to 
the home office as assistant traveling 
auditor. 

E. A. Kelloway, formerly assistant 
manager for another company in Cali- 
fornia, has been appointed manager of 
the San Francisco branch. 


will on June 15 take charge of the en- 
tire state, and will remove to Charlotte, 
with offices in the First National Bank 
building. He succeeds to the former 
agencies of Robert L. Wagner, general 
agent at Charlotte, and McPherson & 





Barnes, general agents at Raleigh. 


Canada Life Appointments 


Harry J. H. Carson of the Canada 
Life home office has been appointed 
branch secretary at Cincinnati to re- 
place R. M. Barnett, who has been ap- 
pointed branch secretary in Hamilton, 
Ont. G. S. Gisborne, former secretary 


from 
provincial branch secretary and assistant 
traveling auditor. 





R. M. Robertson has been transferred 
the home office to Montreal as 


Travelers’ New York Changes 


The Travelers’ department has made 


several new appointments in New York. 





Just Off the Press! 





66 FT UST closed one $10,000 case 

and another $15,000 case 
using your V. S. B.” “My 
first two weeks in the business 
and have already paid for $30,000 
using one illustration from your 
Von 


Already comments like these are pour- 
ing in to us—just two weeks after the 
first VisuaL Sates Book service was 
shipped. 


The most typical comment from under- 
writers, when we show them this visual 
canvassing plan, is, “That one picture is 
worth the whole price of the service to 
me!” But they don’t all point to the 
same picture, chart, or diagram. 


And that’s the beauty of this plan. It's 
flexible. Of the eight sections (160 
pages ) you may carry in your handsome 
genuine leather binder just those which 
appeal to you—just what you want to 
use on your prospects in your way. You 


THE NATIONAL UNDERWRITER, 
A-1946 Insurance Exchange, 
Chicago 


Gentlemen: 


Under no obligation please send me complete information regarding the 
edition of the Visual Sales Book I have checked: 


O De Luxe Edition 
genuine leather 
filing guides. 


binder, 


Standard Edition 
imitation leather 


Address 


Company : 


also fibre-board filing 


binder; does 








ISUAL SELLING! 
They SEE, Understand, Believe and Buy 


ELOW is 


which comes as a part of the De 


don't change your selling methods, or 
select your prospects to suit this plan; it 
changes to suit you. 


Out of the remarkable collection of 
visualized life insurance sales appeals 
we have developed in years of pictorial 
publishing, we have selected the very best 
and combined them in a practical, usable 
form for canvassing purposes. Beautifully 
printed on heavy dull coated enamel pa- 
per, logically arranged, diligently edited 
to give you impressive, direct, motivating, 
eye-appealing demonstrations of the many 
uses and advantages of life insurance. 


The originators of picture insurance 
selling, the publishers of THe Estate-O- 
Grapu, THE Lire Pictortat and the IN- 
SURANCE PIctortaAL now offer life under- 
writers the VisuaL SALES Book service. 


Will it help you sell? There is just 
one way to find out. Try it. If it doesn’t 
you won't be out a cent. Get the service. 
Use it two weeks. If it hasn't paid for 
itself within that time, return it and get 
your money back. Just use the coupon 
below. 


cases and set of 


not include filing case and guides. 


pictured the file case 
Luxe Edition ($15.00). This file holds 
the various sections of the service 
when not used in the loose-leaf binder. 
It can be skipped into a desk drawer or 
standard letter file, or left on top your 
desk 

There are 14 file folders in the file, 
of which the first eight (A to H) are 


tabbed to correspond to the subject 
matter of the eight sections of the V. 
S. B. as follows 


A—Life’s Objectives and Hazards (1. 
Selling Savings Idea. 2. Ins. as 
Property). 





1% Dem 
THY (COME SETTLEMENT 


a fN ; 
B A ANTE INSURANCE FeOGE Am 
= : or Coden Hence Nieeee Cem 


B—Life Insurance Program (Why 
Underwriters’ Service Is Valuable to 
Clients). 

C—Clean-up and Mortgage Fund. (1. 
For City Man. 2. For Farmers. 3. 
For Small Cases). 

D—Monthly Income. (1. Children 
Have Mother's Care. 2. Principal vs. 
Income). 

, Educational Fund. (1. For Boys 

. For Girls). 

* f—Retirement Income. (1. Need 
For. Don't Depend on Others). 

. oo of Insurance Estate. 


(1. In Building an estate. 2. In Pass- 
ing Estate to Heirs). 
H—Today’s Opportunity (Closing 


Reasons for Buying Insurance NOW). 








Chester O. Falkenhiner is now assistant 
manager at 55 John street. Evan A 
Van Vree has been made assistant man. 
ager of the 34th street branch and 
Charles E. McDermott, who has been 
assistant manager at 55 John street, wi. 
go to the 42nd street branch. 


Brown-Knopp Agency 


The Brown-Knopp general line 
agency of Rochester, Minn., has been 
appointed general agent for the Conti- 
nental Assurance in Chicago with a ter- 
ritory of 12 counties. This agency has 
represented the Continental Casualty of 
the same fleet for a considerable time 
and has been unusually successful. 


H. E. Hawkins 


Hawkins, general agent for the 
northern Wiis- 


H. E. 
Great Northern Life in 
consin, is located at Land-O-Lakes, 
where he is proprietor of a summer 
resort. He had been in the automobile 
business at Greencastle, Ind., until a few 
years ago. 


James B. Aiken 


James B. Aiken has been appointed 
general agent for the Pilot Life at Spar- 
tanburg, S. C. Mr. Aiken has been a 
member of the Pilot staff for six years 
For three years he has been superinten- 
dent of agencies for Florida, Louisiana, 
Alabama and Georgia. 


James B. Aiken 


James B. Aiken has been made gen- 
eral agent for the Pilot Life with head 
quarters at Spartanburg, S. C. For 
three years he has served as the Pilot's 
superintendent of agencies in Florida, 
Alabama, Louisiana and Georgia. 





J. Max Rawlins 


J. Max Rawlins, formerly with the 
O. Henry agency of the Pilot Life at 
Greensboro, and later special traveling 
representative for the accident depart- 
ment, has been appointed branch offic 
manager at Norfolk, Va. The Norfi Tk 
branch was opened in March. 





Life Agency Notes 








The Peoples Life 
pointed O. Robert 
southern Texas 

The Continental Life of St. Louis has 
transferred its Denver general agen 
to Roy W. Wallack, 631 United States 
National Bank building. 

J. Earl Pullen, who has taken charg: 


of Indiana has ap 
Arnold supervisor of 


of Kansas City for the Bankers Lif 
Lincoln, Neb., is now building a « 
agency. 

Cc. C. Watson, Denver manager of 


Mutual Life of New York, has appointed 
George D. Dixon as city supervisor. M: 


Dixon was formerly manager of th 
Little Rock agency. 

G. M. Rooks, manager of the Metro 
politan Life at Huntsville and later at 
Florence, Ala., has joined the Li « 
Casualty 


of Nashville and will be asso 
ciated with Manager W. E. Dickey at 
Hunstville. 

Leonard C. Sauer has been appointed 
Ann Arbor district manager for the Mu- 
tual Life of New York, working unde! 
the Detroit office. Mr. Sauer is an alder- 
man of Ann Arbor and recently retired 
from another business. 

F. Gibbs LaMonte, formerly with the 
trust department of the Mercantile Trust 
Company, has joined the life insurance 
trust department of the Biggs-Darby 
Agency of the Massachusetts Mutua! Life 
in Baltimore. Frank A. B. Stanton, for- 
merly office manager of the Stan ord- 
Wright Agency of the Penn Mutua! Lif 
Boston, is now associated with f 
Biges-Darby agency as assistant to R.l 
Darby in charge of service. 








5 years from now—every Underwriter 
will have it. Today—it gets imme- 
diate entree and sells business. 
LIFE INSURANCE AS A 
PROPERTY INVESTMENT 
The only place to get the whole | 
idea and the correct selling methods [| 
that go with it is in “The Essentials 
of Life Underwriting” by Abner 
Thorp, Jr. 
The Diamond Life Bulletins, 420 East 
Fourth Street, Cincinnati, Ohio 1 | 
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a ‘EASTERN STATES ACTIVITIES 


HELD whom spoke on “Increasing Your Clien- 


BALTIMORE CONGRESS 


James E. Kavanagh Headliner—Ap- 
proximately 800 Attend—Coffin, 
Allen and Callihan on Program 


BALTIMORE, May 22.—The annual 


sales congress of the Maryland and Dis- 
trict of Columbia life underwriters asso- 
jations in Baltimore was attended by 
approximately 800 agents. 

The meeting was opened by President 
H. H. McBratney. Mayor William F. 
Broening welcomed the visitors and 
President John H. Snyder, of the Dis- 
trict of Columbia association, responded. 

James E. Kavanagh, second vice- 
president of the Metropolitan Life, was 
the principal speaker on “Getting Signa- 
tures to Applications.” Life insurance is 
rapidly changing, he said. Bankers 30 
years ago would never, as a rule, say a 
good word for life insurance companies. 

He stressed the importance of getting 
the life insurance idea into a prospect's 
head. An agent should represent and 
represent his policy to the prospect 
again and again if necessary. He also 
stressed the importance of being short 
on language and long on action, and the 
value of showing a sample insurance 
policy frequently. In concluding his 
address he said: “Be sure of yourse!f— 
never set yourself to do something you 
know you cannot do.” 


Allen Talks on Business Insurance 


4. Rushton Allen, Philadeiphia, gen- 
eral agent of the Union Central Life, 
dealt with “Business Insurance Agree- 
He explained why such an 
agreement is necessary. He said it 1 
a subject that must be studied as it is 
something you cannot guess about. He 
called attention to the different kinds of 
partnership insurance and recommended 
the New York formula for calculating 
good will, The family of the deceased 
man, he said, is more important than 
anything in the business. 

Tressler W. Callihan, manager of 
agencies John Hancock Mutual Life, 
spoke on “A Complete Life Insurance 
Program.” and used a chart to demon- 
strate his talk. He stated that the aver- 
age man reaches the peak of his earning 


ments.” 


power at the age of 48 years and re- 
mains there for about eight years. The 
average man, who can buy a $5,000, 


$10,000, $15,000 or possibly $25,000 pol- 
icy is the large purchaser of life insur- 
ance today. 

Coffin Gives “Secret of Selling” 


Vincent B. Coffin, director of educa- 
tion Penn Mutual Life, discussed “The 
Secret of Selling.” Mr. Coffin claimed 
that one of the main things is to diag- 
nose the situation of a business man 
and then write the insurance to suit the 
need. 

M. Nelson Bond of the Apple & Bond 
agency of the ‘Travelers spoke on 
“Twenty Years of Observation of Life 
Insurance Salesmen.” 
B. Horton, 


Guy attorney, 


National | 
Life of Vermont, talked on “Legal Fac- | 


| 
| 


| 
| 


tele.” 
During the afternoon session there 
was awarding of prizes, which con- 


| sisted of volumes on life insurance and 





tors in Insurance Settlements,” and 
stated in part that the greatest use of | 
l€ imsurance is the use to which the 
roceeds shall be put. 

Louis F. Paret of the Provident Mu- 
ual | and Edwin R. Sumner enacted 
a sh sketch entitled “Sales Resist- 
ances’ which was in the nature of a 
Satire the part time agent, and in a 
fumorous manner demonstrated why 
Part time agents cannot give the service 


and time necessary in landing a pros- 


ect 

Other speakers were Joseph A. Marr 
ot the State Mutual Life, Washington: 
Morr \ddleman, Mutual Life, Balti- 
more, and Charles R. Raley, Mutual 
Benet Life, Wilmington, Del., all of | 





which were won by Allen S. Young of 


the Provident Mutual Life, Baltimore, 
and R. P. Freeman of the Prudential, 
| Washington. 


TELLS LEGAL ASPECTS 
OF INSURANCE AGENCY 


The insurance class of the Wharton 
School of Finance, University of Penn- 
sylvania, heard an address on the “Legal 
Aspect of Insurance Agency” by E. 
Paul Huttinger, assistant to the vice- 
president of the Penn Mutual. Mr. Hut- 
tinger is a member of the bar in Penn- 
sylvania, and is a well known lecturer 
on legal subjects in Philadelphia. 

The lecture was designed primarily to 
inform life insurance students of their 
legal responsibility to the company em- 
ploying them and to the clients who 
give them business. Emphasis was laid 

















on the necessity for reconciliation of 
the salesman’s naturally impulsive haste 
to conclude a transaction, with the legal 
restraint and care necessary to effectu- 
ate a valid contract. 





Falsehood Voids Policy 


False statements by an insured to 
the effect that he had not had an opera- 
tion and had not been confined in a 
hospital, when in fact he had, entitles 
the company to rescission of the policy 
without the obligation of proving the 
nature of the ailment and operation, the 
New York supreme court, appellate divi- 
sion, rules. The assured died a few 
months after delivery of the policy and 
during the contestable period, where- 
upon the company, the New York Life, 
sued to have the policy rescinded. Judg- 
ment was given by trial court for de- 
fendant because of failure of the New 
York Life to establish the nature of ail- 
ment and operation. The appellate divi- 
sion held this proof was unnecessary. 
The assured was Morris Watkin and 
his son was beneficiary. 


Agencies’ Dinner Ends Contest 


The Cleveland and Pittsburgh agen- 
cies of the Guardian Life of New York 
held a one-day meeting and dinner at 


Cambridge Springs, Pa., ending a con- 


25 


' 

test between the two offices. Harold 
Pearce, Cieveland manager, was chair- 
man of the morning session, and Man- 
ager Snyder of Pittsburgh in the after- 
noon. James A. McLain, vice-presi- 
dent; J. E. Lockwood, assistant to the 
agency vice-president, and a number of 
managers from other cities were pres- 
ent and spoke. Cleveland won in the 
contest by a narrow margin of $12,000 
paid business. Among the managers 
present was N. R. Smith, Jr., of Akron. 


the Lin- 
Agent 

new 
build- 
the 
and 


Newark, N. J., agency of 
National Life, under General 
Lawrence, has moved into 
the Lefcourt-Newark 
in the newest building in 
the downtown financial 
district 


The 
coln 
Hq. C 
quarters in 
ing It is 
heart of 
insurance 


Superintendents to Meet Aug 25-27 


The recent amendment to the motor 
vehicle laws of Ontario and Manitoba 
will be a prominent feature of discus- 
sion at the annual conference of the As- 
sociation of Superintendents of Insur- 
ance of the Provinces of Canada in Ed- 
monton, Alta., Aug. 25-27. Other sub- 
jects of discussion are to be, “Statutory 
Conditions in Life Insurance Contracts,” 





“Model Acts Respecting the Licensing 
of Life Insurance Agents,” and “Uni- 
form Statutory Conditions of Classes 


of Insurance.” 





A $5,000 BARGAIN 





The 


Midland’s New Guaranteed Low 
Policy ( Paid-up Life at age 85) is a participating 
contract at non-par rates. 
from $5,000 to $100,000. 





| 45 
| 
| 





| Assets $19,000,000 


Age Gross Premium Average Net P 
| Per $1,000 5 yrs.* 10 yrs.* 1 
25 $15.70 $12.54 $12.17 
35 20.85 17.54 17.21 
29.92 27.02 26.62 
55 46.94 44.05 43.02 


*Based on 1930 Dividend Schedule—not guaranteed. 


Write for details relative to General Agency contract. 


Agency Department 


THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 


Issued 1n amounts 


In force $110,000,000 


Cost 


remiums 

5 yrs.* 20 yrs.* 

$11.78 $11.50 
16.91 16.61 
26.09 25.43 
42.06 41.25 
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ALL DIXIE 1S OUR FIELD 





Witmer L. Moore, President 


THE 


OUTHERN STATES 
LIFE INSURANCE COMPANY 


ATLANTA, GEORGIA 





Looking for Us? 


Ambition leads many men to seek new 
channels for the flow of their efforts. 


If you are satisfied, hold fast. If not, 
drop us a line. 


Provided 


You are capable of real success as a 
General Agent or Personal Producer. 


Tell us your story and we shall tell you 
ours. 





E. S. ALBRITTON 


Vice-President and Manager of Agencies 


































HOME LIFE INSURANCE 
COMPANY 


of New York 
A COMPANY OF OPPORTUNITY 
Ethelbert Ide Low, James A. Fulton, 
Chairman of the Board President 
On Agency matters address 


H. W. Manning, Superintendent of Agencies 
256 Broadway, New York 











66 HAT 20 Say” by J. B. Duryea.—Actual interviews of a big success- 
W ia life insurance salesman, illustrating every step in the sale, how 
- obtain prospects; how to secure the information needed ‘about 
prospects; how to turn objections into closing arguments; how to analyze 
the prospect’s needs, his views and ee | how to present your proposi- 
tion to various kinds of prospects. Price $1.50. 


Order from the National Underwriter, A1946 Insurance Exchange, Chicago. 

















CENTRAL WESTERN STATES 














SURVEYS MICHIGAN BUSINESS 





Mutual Benefit Agent Finds Insurance 
Volume Shows Outstanding Increase 
Compared with Whole Country 





LANSING, MICH., May 22.—A sur- 
vey showing the vast development of 
the Michigan territory has just been 
prepared for the Mutual Benefit Life 
and Johnson & Clark, state agents at 
Detroit, by J. Arthur Pino, Lansing 
agent. 

Mr. Pino’s analytical study of the 
Michigan situation shows that while the 
state has practically doubled its popu- 
lation from about 2,500,000 in 1905 to 
approximately 5,000,000 in 1930, and 
has increased its wealth from approxi- 
mately 3 percent of the nation’s as a 
whole to 5% percent, the volume of or- 
dinary life business written in the state 
has increased over 1150 percent, as con- 
trasted with a general increase through- 
out the country of about 575 percent. 
The growth of industrial and group in- 
surance has also been tremendous in 
Michigan, Mr. Pino finds, the former 
beating the general national figures 
since 1920, when this form was first 
used, by one-third while twice as much 
group insurance has been written in 
this state on a comparative basis as for 
the country as a whole. 





Discuss Applied Psychology 


The city agency of the Gifford T. 
Vermillion general agency for the Mu- 
tual Life of New York at Milwaukee 
is holding a series of noon meetings 
May 20-23, with Dr. James G. Clutter- 
buck of Cleveland as the principal 





——$— 


speaker. Dr. Clutterbuck, who special. 
izes in insurance problems as a “human 
engineer,” will assist the agents with 
discussions of applied psychology. He 
is a graduate of Northwestern and Col. 
gate universities. 





Chicago Office Is Moved 


The Chicago office of the Kansas Cit, 
Life, which for some time has been lo. 
cated on the seventh floor of the Con- 
way building, has moved to room 1369 
in the same building. L. S. Sherwood 
has been manager of the office for three 
years. The new quarters are much 
larger than the old ones. 





Creates New Cleveland District 


The Mutual Life of Baltimore has 
created a new district at Cleveland on 
the west side. T. J. Phillips, who has 
been chief assistant manager in _ the 
Cleveland district, is appointed manager 
of the new one. He has been with the 
company for four and a half years. 





Writes Huge Group Contract 


The Metropolitan Life has a grow 
insurance contract on the 10,000 em- 
ployes of the Allis-Chalmers Company 
cf Milwaukee. 

The contract involves a total of ap- 
proximately $20,000,000 insurance. 


Acacia’s Record April 


The Acacia Mutual Life reports that 
it enjoyed the best April of its history 
in 1930, having written a total of $11, 
255,000 in 2,463 life policies during that 
month. In 1929, $6,462,000 was pro- 
duced in April, while in April, 1928, an 





aggregate of $5,900,000 was written. 
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SHUGG’S MEN ON THEIR TOES 





Aetna Life Agents in the St. Louis 
Territory Compete in Jubilee 
Campaign Record 





General Agent R. P. Shugg of the 
Aetna Life of St. Louis is highly pleased 
with the April jubilee campaign record. 
Mr. Shugg gave a dinner at which were 
present William H. Dallas, assistant 
vice-president in charge of underwrit- 
ing at the head office, and John W. 
deForest, assistant superintendent of 
agencies. A goal of $1,000,000 of writ- 
ten business and $500,000 of paid busi- 
ness was announced with the under- 
standing that 15 additional days in May 
would be allowed in which to pay for 
outstanding policies. Mr. Shugg divided 
the agents into two teams and asked 
each agent to agree to submit daily re- 
ports of his work for April. He secured 
100 pércent cooperation. A total of 96 
applications for $1,009,510 was submit- 
ted and on May 15, $817,010 had been 
paid for. 





Federal Life Office to Move 


The Kansas City, Mo, district office 
of the Federal Life of Chicago under 
Manager William E. Schilling, which for 
many years has been in the Railway 
Exchange building, is preparing to move 
near the end of May to the new 
Waltower building at Ninth and Walnut 
streets. Handsome offices have been 
taken, occupying the east half of the 
eighth floor in the 15-story structure in 
the heart of the financial and insurance 
district. The office under Manager 
Schilling has been making rapid strides. 
An accident and health contest just 
ended resulted in a heavy premium in- 
crease. The staff has been considerably 
increased, especially through appoint- 








ments outside of Kansas City. 


MINNEAPOLIS INSTITUTE HELD 





Simon Urges Prepared Ideas Rather 
Than Prepared Phraseology—Over 
300 in Attendance 





MINNEAPOLIS, May 22.—Prepared 
ideas rather than prepared phraseology 
were stressed by Leon Gilbert Simon, 
New York City, Equitable Life of New 
York producer and author of the newly 
published book, “Business Insurance,” 
at the annual life insurance sales insti- 
tute of the Minneapolis Association of 
Life Underwriters here Monday. 

A prepared sales talk, Mr. Simon 
pointed out, cannot take into considera- 
tion all of the factors entering into the 
problems of a prospect. At first it may 
be admissible for' an underwriter to have 
a memorized talk, the speaker said, but 
as he gains experience he should change 
his approach accordingly. The ability to 
switch from one subject to another to 
meet the various problems presented by 
a prospect is essential. 

Weeks Tells About Trusts 

Harvey Weeks, New York, former 
general agent of the Provident Mutual 
Life and now assistant secretary of the 
Central Hanover Bank & Trust Com- 
pany of New York, explained the trust 
idea. 

“Years ago,” he said, “all life insur- 
ance was paid in a lump sum upon the 
death of the insured. The husband or 
father had to trust to the good judg- 
ment of those receiving the money and 
to luck that beneficiaries might use the 
money as he had intended. Then came 
the optional system by which the insured 
could specify that periodical payments 
could be made or that other set arrange- 
ments might be carried out. 

“But this allowed no flexibility to meet 
emergencies or changing conditions 
which might arise after the death of the 
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insured and spoil his carefully laid plans. 
The solution of the question has come 
in the trust idea, devised 50 years ago, 
but put into general practice only in 
the last few years. This plan has proved 
so popular its use has increased 600 per 
cent in four years.” 


More than 300 underwriters were 
present, when Harry W. Kavel, presi- 
dent, opened the institute. Roger B. 


Hull, managing director of the National 
Association of Life Underwriters, gave 
the initial talk on “Some Personal Im- 
pressions of Successful Life Underwrit- 
ers.” He was followed by Albert E. N 
Gray, supervisor of the Predential’s s 
ordinary department. Frank T. McNally, 
Minneapolis, general agent of the Mas- 
sachusetts Mutual Life, also spoke at 
the morning session. 


Good Speakers on Second Day 


On the second and concluding day 
the following speakers were on the pro- 
gram: Robert Olsen, Minneapolis, 
Northwestern Mutual Life; Harold J. 
Cummings, superintendent of agencies 
Minnesota Mutual Life; H. P. Long- 
staff, lecturer at the University of Min- 
nesota; Dr. Henry W. Cook, medical 
director and vice-president of the North- 
western National Life, and John Mor- 
rell, Chicago, associate general agent of 
Equitable Life of New York. 


Metropolitan Agent Indicted 


Arthur Burke, 35 years old, formerly 
an agent for the Metropolitan Life in 
St. Louis, has been indicted on charges 
of embezzlement from that company. 
The charge grew out of a payment of 
$400 by a policyholder on a policy loan 
which Burke is alleged to have accepted 
but failed to turn over to the company. 


Will Work in Three States 


Dewey W. Kent, who has been ap- 
pointed field superintendent for the Pan- 
American Life, will work in Iowa, 
Oklahoma and Kansas. He is a law- 
yer, having graduated from the Univer- 
sity of Illinois. He practiced law for 
a number of years but decided to enter | 
life insurance work. 





Circulating Library Established 


The northwest agency of the Lincoln 
National Life in Minneapolis has estab- 
lished a circulating library for the bene- 
fit of its field representatives. It is 
made up of the very finest of writings 
on life insurance and life insurance sales 
in the country. The library was founded 
with the idea that the life underwriter 
must educate himself to the point of 
appreciation that the insurance business 
is a profitable occupation for only those | 
who have’ a sufficient amount of usable 
knowledge reasonably distributed. 





Nebraska Business Increasing 
a | 
_Practically every general agency and | 
life company in Lincoln, Neb., reports 
an increase of business in the last three Is 


| speakers at the 





months, with the outlook promising. 
Farmers are buying more liberally than 
for several years, as a result of good 
prices for cattle and hogs, to which 
corn has been fed at more profitable fig- 
ures than the cereal itself has been sell- 
ing for. The winter wheat crop will 
run close to 70,000,000 bushels, and so 
favorable have been weather conditions 
that harvesting will be two weeks earlier 
than usual, 


Use Insurance in Endowment Drive 


A statewide campaign among Masons 
of Missouri is being planned to estab- 
lish a $1,000,000 charity and improve- 
ment fund by means of endowment life 
insurance. 

John P. Austin, special agent of the 
New York Life, is forming a group of 
life insurance men who are Masons to 
carry on the campaign. 


Tebbetts Starts New Suit 


Lewis B. Tebbets, St. Louis broker, 
has filed a new suit in the St. Louis 
circuit court in which he asks for $100,- 
000 damages from seven insurance com- 
panies and their local representatives, 
charging that they had branded him as 
a “twister” and caused him to lose com- 
pany connections. The new suit is 
based on a complaint filed with the 
Missouri insurance department by a 
special committee of St. Louis general 
agents, 


Dyer Loses Damage Suit 
Ben Dyer, former Des Moines agent, 
lost his case for $35,000 damages from 
the Service Life of Lincoln. He based 


his case on a letter alleged to have been 
written by the company to the Iowa 
department asking that Dyer’s license 


be revoked. The letter charged Dyer 
had accepted insurance premiums with- 
out turning them over to the company. 

The court held the charges true and 


| that the plaintiff sustained no damage. 


Additional Kansas Speakers 


The program for Kansas Insurance 
Day in Hutchinson May 27 has been 
completed and advance reservations in- 
dicate that attendance will exceed either 
of the two previous years. Additional 
speakers have been secured: Mansur B. 
Oakes of the Insurance Research & Re- 
view Service of Indianapolis ; Frank M. 
See, general agent of the Union Central 
Life in St. Louis, and Victor Murdock, 
editor of the Wichita “Eagle,” who will 
be the banquet speaker. 


Whatley Speaks in Davenport 

S. T. Whatley, president of the Na- 
tional Association of Life Underwriters 
and general agent of the Aetna Life in 
Chicago, will be one of the principal 
sales congress to be 
held in Davenport, Ia.. May 26. His 
subject will be “Why the National As- 
sociation?” 
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ASK RECEIVER FOR CITIZENS 


Accounting Sought as Result of At- 
tempted Reinsurance of Alabama 
Company 


BIRMINGHAM, ALA., May 22.—In 
a petition in United States district court 
here this week a receiver was asked for 
the Citizens Life of Huntsville, Ala. It 
is alleged by the petitioners that the 
company is insolvent and an accounting 
ot its assets is demanded. 

According to the petition, a transfer 
and reinsurance contract is purported to 
have been entered into with the Lincoln 
Security Life and the court is asked to 
declare this deal a fraud and to annul 
the same. A restraining order is also 





asked to prevent the transfer of assets 


pending a hearing. The plaintiffs are all 
residents of Georgia. 

Commissioner Boney has been ap- 
pointed receiver of the North Carolina 
assets of the Citizens Life. These assets 
consist of property of the former Lafay- 
ette Life of Lumberton, N. C., whose 
business was reinsured by the Citizens 
Life. Commissioner Boney objected to 
having the assets taken out of the state, 
as the Lincoln Security Life is not 
licensed in North Carolina. 


Lincoln National Meeting 


The field representatives of the Lin- 
coln National Life from the eastern 
Tennessee territory met in Nashville 
for a two day sales rally preceding their 
drive for business during May, the birth 
month of President Arthur F. Hall. L. 
C. Evans, eastern Tennessee manager, 








Today 


Let Results Speak 


FINANCIAL STATEMENT 


1, 1930 


March 3 


Mortgages $1,057,293.36 Net 


a eee 313,237.41 TT 
> " » 5 { 
Collateral Loans ..... 1,396,685.00  ¢ Settlement ........... 60,517.00 
. Supplementary Con- 
Stocks and Bonds ..... 514,050.64 "aaa en ee ae 25,455.00 
ee eee 741,551.61 Interest and Rents Re- 
NE ee aR ee ae a 33,172.14 ceived in Advance... 17,500.00 
ties, tase anemia Other Liabilities ....... 24,496.75 
ay . Reserve for Taxes..... 8,500.00 
a 113,000.00 Reserve for Contin- 
Interest and Rent Due OE Cost ceouu kent 762,237.03 
and Accrued ........ 31,700.00 Capital .............45. 100,000.00 
Cee’ Resets ..... 439.11 NE ccckcuccase dees 100,000.00 
$4,201,129.27 $4,201,129.27 
THE COMPANY’S GROWTH 
YEAR ASSETS INSURANCE IN FORCE 
1926 $164,344.47 $1,232,450.00 


1927 
1928 


$250,888.72 
$1,789,878.05 


$4,201,129.27 


Mississippi Valley Life 
Insurance Company 
St. Louis, Mo. 


J. N. Mitchell, Pres. 


Policies in 


LIABILITIES 
Reserve. ....$3,102,423.49 
Process of 


Legal 


$4,931,083 .00 
$12,830,267.00 


$26,558,145.00 


John B. Smith, Secy. 























THE PENN MUTUAL’S 


GOLDEN TRIANGLE 





is producing results for its 


faithful users which 


make them 


COMPLETELY INDEPENDENT 


of the so-called ‘‘adverse 


business situation’’ 
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A company 
that’s going somewhere 
is ready to appoint 


Several General Agents in Illinois 


and a Home Office General Agent 
“s in Chicago 


ERE are several openings that offer large 
opportunity to men with real ability to or- 
ganize territory and train salesmen. 

Liberal commissions. <A line of up-to-the- 
minute Life policies that sell in competition. 

Close contact with Home Office where experi- 
enced and highly successful executives know the 
problems in the field. 

If you are ready for a general agency, 
get acquainted. Use the coupon below or, 
write a letter. 

P. S.—“‘A company that’s 
This statement isn’t original. 
about us, 


let us 
better, 


going somewhere.” 
Others are saying it 


To ask for information, use this coupon—NOW 


American Old Line Insurance Company 
H. W. Kingery, President R. D. Holt, Supt. of Agencies 


35 East Wacker Drive, Chicago 


I am interested in hearing your proposition. 


DN vances eadnedenenadeai tana ween tiabid bdksh dene atin TARsAbeeeds nadccekcekncnabheds 












































FIFTEEN YEARS 
OF PROGRESS 


Legal Reserve Life Insurance Admitted Assets 


in Force 
PE .-$ 97,686, | re aicea $ 25,193,076 
rs .--» 182,510,188  1917..... iaabanarat .- 33,289,945 
. a lc !lhULhTlCU aeieennen - 44,452,819 
ks ncetchaeiaaiiaie . 498,969,554 1923...... cieneeee 955,277 
See 716,079,363 1926......... eannea 90,713,613 
Riss cimiaebucedinn a 1929. .......000+- 133,931,000.94 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


Established 1879 DES MOINES, IOWA 






































We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 
Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 

2. Personal Life Monthly Income for Rejected Risks. 

3. The Best and Most Liberal Sub-Standard Facilities. 
4. Children’s Educational Policies age 1 day to 10 years. 
5. Up-to-date Health and Accident Policies. 


We welcome to our Ranks only serious-minded men of 
character and integrity—men who are intent upon suc- 
cess—and to whom we offer exceptionally liberal and prof- 
ftable contracts. 


Very desirable territory open in 
OHIO — INDIANA — KENTUCKY 


Address S. M. CROSS, President 


| OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 



































presided over the sessions and outlined 
the May effort. Quotas for the men of 
that territory were set for each _. 
Superintendent of Agencies V. J. Har- 
rold and Agency Supervisor J. P. =. 
roll had a prominent part in the ses- 
sion. T. S. Fly, cashier of the Nash- 
ville office, spoke very effectively on the 
cost of lapsation and showed in individ- 
ual cases the amount that would be lost 
by agents. W. L. Throop and James 
A. Lowell of that agency also spoke on 
lapsation. 





Celebrate 25th Anniversary 


The 25th anniversary of the Texas 
agency of the Kansas City Life was 
celebrated by an all-day conference of 
200 agents in Dallas. Orville Thorp 
founded the agency in 1905 and when he 
died in 1928, O. Sam Cummings took 
charge. President J. B. Reynolds was 
present from Kansas City. L. C. Mers- 
felder, state manager for Oklahoma, and 
Sam R. Weems of Dallas were on the 
program. The Texas agency has over 
$92,000,000 in force with 41,500 policy- 
holders. 


Abbey Agency in New Quarters 


The Elmer Abbey agency of the Aetna 
Life at San Antonio, Tex., now occu- 
pies an extensive suite on the tenth floor 
of the new Alamo National Bank build- 
ing. This agency paid for $7,000,000 in 
1929 and is running ahead of the $7,- 
500,000 quota for 1930. Logan Camp- 
bell, from Columbus, O., representing 
the group and wholesale department, is 
now permanently located with the 
agency in recognition of the 200 group 
cases now in force. 





Crowe Reappointed in Mississippi 


S. V. Crowe of Booneville has been 
reappointed a member of the Mississippi 
insurance commission by Ben S. Lowry, 
insurance commissioner, 





Lave Agency Convention 


The S. B. Love agency of the Mutual 
Life of New York will hold its annual 
convention in Richmond June 16-17, 
opening with a dinner. J. P. Wells of 
Danville, president of the Virginia field 





club of the agency, announces a contest 
between agents who have qualified and 
all others for the largest number of ap. 
plicants examined between May 12 and 
June 15, the winners to be entertained 
by the losers at a theater party in Rich- 
mond during the convention. 





Go to Court on Tax Question 


MONTGOMERY, ALA., May 22~— 
A tax question, involving thousands oj 
dollars applying only to domestic insur- 
ance companies, is to be tested very 
soon in the courts, according to Com- 
missioner George H. Thigpen. Legal 
proceedings are to be instituted by an 
attorney for the Protective Life. 

The question is whether domestic 
companies shall be given a credit for 
only one year on their taxes for funds 
invested in real estate mortgages or 
whether the credit shall be allowed 
every year as long as the mortgages 
exist. In an opinion recently rendered 
by William P. Cobb, assistant attorney 
general, it was held that a credit for 
only one year should be given. Despite 
several conferences on the subject, an 
agreement could not be reached, and it 
was thought best to have the courts de- 
termine the matter. 





Texas Mutuals Meet Sept. 2 


The annual convention of the Texas 
Association of Mutual Life Insurance 
ng eg will be held at Sweetwater 
Sept. 2-5. An executive committee meet- 
ing was “held last week. 


Opens Louisville Branch Office 


The Business Men’s Assurance has 
opened a branch office in Louisville with 
E. W. Welton as manager. Mr. Wel- 
ton is the youngest man in charge of 
any of the company’s branch offices, be- 
ing but 25 years old at the time of his 
appointment. He first joined the Busi- 
ness Men’s Assurance in 1922. In 1925 
he was appointed joint manager for 
Tennessee with Manager Adams. The 
next year Mr. Welton assumed respon- 
sibility for building up the company’s 
business in Kentucky, then virgin terri- 
tory for the B. M. A., while Mr. Adams 
continued in Tennessee. 
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J. D. BAKES MADE PRESIDENT 
Salt Lake City Man Heads Western 
Century Club of Equitable Life 
of New York 





The board of governors of the West- 
tern Century Club of the Equitable Life 
of New York met in Salt Lake City 
with William H. Glines, superintendent 
of agencies of the western department. 
Agency Manager James H. Harrop and 
the following board members were pres- 
ent: Newton C. Bader and Leonard G. 
Larson of the western Washington 
agency, Miss Marcella R. McCaw of 
the San Francisco agency, and Joseph 
D. Bakes, Mrs. Lester D. Greenwood, 
Norman R. Riddle and Frank L. Stearns 
of the Harrop agency. Elmer C. Young 
of the Harrop agency was unable to 
attend. 

The board elected Joseph D. Bakes of 
the a? agency president and New- 
ton C. Bader of Olympia, Wash., asso- 
ciated with the Sauter agency at Seat- 
tle, vice-president. The Western Cen- 
tury Club is composed of agents who 
paid for between $100,000 and $250,000. 

Following the meeting, President 
Bakes accompanied Superintendent 
Glines to Phoenix, Ariz., and presented 
the sterling silver cup won by the E. L. 
Grose agency for the highest develop- 
ment of club members on a point basis 
for 1929, 





American Medical Life Expanding 


The American Medical Life of Spo- 
kane, Wash., 


mark in life insurance issued, according 
to Philip Harding, president and gen- 
eral manager. The insurance is well 
distributed between eastern and _ west- 
ern Washington. The company con- 
templates opening up Montana and 
Idaho in the near future. 

Among the recent additions to its 
staff is Ben Wardell, for 15 years with 
Western Union and Sun Life. H. J]. 
Searle is in charge of the Seattle office 
Fred N. Barriger is in charge of the 
district agency at Longview. J. D. 
Brown has been appointed manager 0! 
the district agency for Chelan and 
Okanogan counties. Al Bowles, identi- 
fied with financial agency work for 
many years, has been appointed head ol 
the securities department of the com- 
pany. 


Thrift Head Convicted 


Maynard V. Jacobson, president 0! 
the Continental Thrift League of Den 
ver, has been convicted of violating th 
state insurance law. He induced 4 
couple to sign an application for lie 
insurance which later turned out 
a promissory note. Jacobson is now 
sued for embezzling $2,000 from 
Tibbetts, state agent of the Cont 
tal Life. 





Hill Agency Going Strong 
Representatives of the Arthur ] Sage 
California agency of the State L 
Indiana smashed another record 





April by producing over 50 percent 
more new life insurance than in April. 


has passed the $2,000,000 ' 1929, leading the United States for the 
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—— 
fith consecutive month and for the 11th 
time in the past 16 months. As at the 
close of April, the California agency 
was over $2,000,000 ahead of its record 
for 1929, at the corresponding time, 
and is producing at the rate of $20,- 
00,000 a year, 





Bland Complimented 


The sales talk on “Selling Education” 
which Frank W. Bland, Pacific Coast 
manager of THE NATIONAL UNDERWRITER 
and vice-president of the Pacific Under- 
writer, has been giving recently, re- 
ceives a high compliment in the May 
issue of “Mountain States Life Insur- 
ance News.” 


Big Railroad Group Case 


The Northwestern Pacific Railroad 
Company of San Francisco has taken 
a group contract for more than $3,000,- 
000 of life insurance with the Metropol- 
itn Life. The railroad company will 
pay the entire cost of a certain amount 
f insurance that will be given employes, 
based on length of service. If they de- 
sire, they may take additional insurance, 
the cost of which will be divided be- 
tween employe and the company. 





Honor James M. Miller 


Indications are that “May for Miller” 
month being celebrated by the agency 
force of the Mountain States Life of 
Hollywood, Cal., is going to be an out- 
standing success. James M. Miller, 
agency supervisor, in whose honor the 
month is being observed, visited the 
San Francisco agency last week. 


Shapro Makes Notable Record 


Ben F. 
James L. 





Shapro, general agent, and 
Taylor, associate general 





agent of the Penn Mutual Life at San 
Francisco, are receiving congratulations 
over the record they made in April. 
With paid premiums of $94,846, the 
agency moved into fourth place among 
all agencies in the country and for paid 
volume moved up from 28th place to 
ninth place. For the first four months 
of the year the agency has moved from 
38th to 22nd place. 

Mr. Shapro plans to move into larger 
quarters as soon as the Pacific National 
Bank building is completed, which will 
be about the middle of August. 





Sullivan, Carne Address Managers 


J. A. Sullivan and A, W. Carne, re- 
cently appointed managers of the San 
Francisco agency of the Equitable Life 
of New York, were the speakers at the 
second meeting of the San Francisco 
General Agents & Managers Associa- 
tion’s program on agency building. Mr. 
Carne and Mr. Sullivan, both of whom 
were “unit managers” for the company 
prior to their advancement as successors 
of Ben Shapro last month, discussed 
this phase of agency building as they 
have developed it in the Equitable or- 
ganization. 


Phoenix Mutual Will Move 


Larger offices, occasioned by the rapid 
increase in the agency staff and busi- 
ness, will be occupied by the Phoenix 
Mutual Life about June 15 in the San 
Francisco Stock Exchange building. 
Albert H. White, from the home office, 
will join the San Francisco office early 
in June, after having served in the Bal- 
timore agency for some time. 








Lloyd Klingman, manager of the sal- 
ary savings department of the Equitable 
Life of New York, was in Denver last 
week on his nation-wide promotion tour. 
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CHEYNEY NAMED PRESIDENT 





Continental American Man Elected 
New Head of Philadelphia Associa- 
tion at Annual Meeting 





PHILADELPHIA, May 22.—Arthur 
B. Cheyney of the Continental American 
was elected president of the Philadelphia 
Association of Life Underwriters at its 
dinner-meeting here tonight. Other of- 
ficers elected were: Alexander V. Tis- 
dale, Connecticut Mutual, first vice- 
president; Fernand Baruch, Girard Life, 
second vice-president; John N. Adams, 
Aetna, treasurer. 

Clayton M. Hunsicker of the Fidelity 
Mutual, Thomas M. Scott, Penn Mu- 
tual; Edward F. Bailey, Equitable; Don 
D. Sidle, Travelers, and James A. Ty- 
son, Guardian Life, were elected new 
directors with terms expiring in 1933. 
Irvin Bendiner, New York Life, was 
cocted a director with term expiring in 
1932, 

Julian S. Myrick, former president of 
the National association, and John C. 
McNamara, Jr., president of the New 

ork association, were the principal 
speakers. Following the meeting a re- 
ception was held for all of the living 
past presidents of the association, which 
's now entering its 38th year of activi- 
thes 


* * * 
. Chicazo—Arrangements are being made 
‘or the annual meeting and election of 


® Chicago association to be held at 

a Sherman hotel June 10. This will be 

‘"e last luncheon meeting of the year. 
*x * * 


Buffalo—The Buffalo association heard 
Lester O Schriver, general agent of the 
Aetna Life at Peoria, Ill., speak on “The 
Romance of Our Business” this week. 

* * * 


Rockford, 111.—Walt Tower, managing 
lirector of the Chicago association, 
‘poke before the Rockford association 
a 19 on the subject of association ac- 

’ és, 





NATIONAL MEMBERSHIP DRIVE 





New High Is Expected by June 30 As 
Result of Increased Activities 
Locally 





An intensive two months’ membership 
drive is being started by the National 
Association of Life Underwriters and 
all member state and local associations 
in order to show a substantial increase 
in membership of the National body by 
June 30, final date for certifying local 
paid members to that organization. It 
is said by S. T. Whatley, president of 
the National association and general 
agent of the Aetna Life in Chicago, that 
the membership is in better condition 
now than at any corresponding period 
in its history. In April this year there 
were 14,394 paid members, which was 
better than at the same time in 1929. 
Although a paid membership of 18,199 
was recorded June 30 last year, Mr. 
Whatley points out that the National 
association considers only paid mem- 
berships, and that the intervening period 
until June 30 is normally one of extra 
activity in local associations to collect 
dues, and several thousand paid mem- 
bers may be expected to be reported in 
this period. Mr. Whatley expects the 
paid membership figure to reach a new 
high by June 30. 


x * * 

Birmingham, Ala.— The Birmingham 
association is considering steps to 
prohibit the operation of part-time 
agents. The matter was discussed at 
the last meeting and will again be 


brought up for discussion. The speaker 
at the May meeting will be Darius A. 
Thomas, president of the Birmingham 
Rotary club. 

*x* * * 


Montgomery, Ala.—A clever life insur- 
ance sales demonstration was presented 
at the monthly luncheon meeting of the 
Montgomery association by Felix W 
Shank of the Penn Mutual, assisted by 
W. E. Billsberry of the same company 
and J. A. Williams of the New England 


























Writing all standard forms of participat- 


| ing and non-participating insurance con- 

\||| ‘tracts. Liberal and profitable contracts 
offered dependable men who desire 
| success. 


S. M, Cross, President 


COLUMBIA LIFE 


| INSURANCE COMPANY 


Cincinnati, Ohio 
































YOU Who Are Interested 
in Selling Life Insurance 


or who may become interested in its sale, will want to 
know why The Gem City Life Insurance Company has 
nearly 14 times as much insurance in force at the close 
of 1928 as it had ten years before. 


The agency contract and the unusually wide range 
of underwriting provided by the company, that includes 
all standard and many special forms of participating and 
non-participating life, accident and health and group 
policies, with premiums payable monthly, quarterly, semi- 
annually or annually, are some of the substantial reasons 
for the outstanding progress the company is making. 


There are other equally impressive reasons and if 
you will write to I. A. Morrissett, President, at Dayton, 
Ohio, he will be glad to give you complete details of that 
agency contract and the very many reasons why it will 
pay you to join the rapidly expanding agency staff. 


The company wishes representatives in Ohio, 
Michigan, West Virginia, Tennessee, Alabama, Georgia, 
Louisiana, Florida and the District of Columbia. 


The Gem City Life Insurance 
Company 


oF Dayton, OHIO 


The Rapidly Growing Company 
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WANTED— 
A MAN! 


Possessing the following qualifications: 


AGE 35 or over, seasoned and a pro- 
ducer. 

THREE years of life insurance experi- 
ence, 

Must be personally acquainted with at 
least 25 life agents. 


TO HIM— 
WE OFFER 


—The Highest commission for low cost 
participating insurance. 

—The services of an wor field man, 
to help him in field, appointing 
sub-agents, giving sales helps and to 

“PUT HIM OVER” 


Over $125,000,000 in Force 


We are particularly interested in Illinois, Missouri, 
North Carolina and Michigan, especially Detroit. 
Write fully. We will not check references until 
after interview. 


Address P-20, care The National Underwriter 







































EXERCISE 
YOUR 
ACUMEN 
and SAVE 
SOME 
MONEY 


MONARCH 
WALLETS 


| Wallet shown here is our No. 105, sell- 
ing regularly in lots from 1 to 11 for $1.65 
each. We want you to get acquainted with 
these wallets of ours—everyone tells us they 
are genuine values—and we believe it ourselves. 
We are going to make what we believe is a real 
concession and we hope you will take advan- 
tage of it, because we are forced to limit the 
time of our offer. Here it is—take out your 
checkbook, write a check to our order for $3.00, 
pin it to this ad and your letterhead and mail 
it to us not later than June 10th and we'll send 
you two (2) Monarch Wallets of our best 
quality. We can handle only a few orders at 
this price, so act now to avoid disappointment 


The HAGERSTOWN LEATHER CO. /nc. 
Hagerstown, Maryland. 


MONARCH 
WALLETS 
Build Business 


for you on the 


Good Will Basis 


Only four (4) Wal- 
dets to a customer. 


i en 


- 














Mutual. Mr. Shank acted as agent and 
his aides were the prospects. 

Definite steps were taken toward a co- 
operative advertising campaign in the 
local press, following a report by Harry 
Bandy of the New York Life, chairman 
of the special committee in charge of 
the campaign. Starting May 20, $5 ad- 
ditional is to be collected monthly for 
three months from each member to pay 
for the advertising, which will be ex- 
pended to stimulate a public interest in 
buying life insurance. Copy for the 
campaign will be procured from the Na- 
tional association. 

*x* * * 

Detroit—President Donald T. Mac- 
Kinnon, of the Detroit association was 
appointed a nominating committee to 
present its report at the June meeting 
when officers will be elected. The com- 
mittee consists of Benjamin Micou, State 
Mutual Life; Hugh E. VandeWalker, 
America Life; A. P. Ballou, Mutual Life 
of New York; C. W. Freudenthal, Pru- 
dential, and Jean Little, Massachusetts 
Mutual. 

Harold P. Trosper, vice-president of 
the American Life, addressed the May 
meeting on “The Hidden Equation in 
Insurance.” There were more than 150 
present, 

x * * 

Oklahoma—A banner meeting of the 
Oklahoma association was held last Sat- 
urday in Oklahoma City. 

Dr. George B. Van Arsdall, director 
of education of the Equitable Life of 
New York, spoke on “Financial Service 
to the Beneficiary.” 

He outlined the five important steps 
to take in writing a prospect. First, an 
underwriter must find what the pros- 
pect needs; second, make him conscious 


of them; third, ascertain his financial 
ability; fourth, prepare a service con- 
sistent with these findings; lastly, im- 


part to the prospect whatever he may 
lack in will power that deters him from 
immediate action. 

A special meeting will be held May 
24 to hear Vincent B. Coffin, Penn Mu- 
tual educational director. 

ee 8 

North Texas—Choosing life insurance 
as a profession and making good in the 
business was the theme of the North 
Texas association’s educational course 
given in Dallas last week in charge of 
Porter A. Bywaters. 

*x* * * 

Fort Worth, Tex.—The Fort Worth as- 
sociation was reorganized at a meeting 
a few days ago with 20 life underwriters 
attending. Capt. John W. St. Clair was 
elected president; H. E. Palmer, vice- 
president, and Mrs. Lela Hoppe, secre- 
tary-treasurer. Directors are Ben B. 


Banks, Pierce Flack, Ben F. Stellen- 
wreck, Russell H. Pearson, A. J. Price 
and L. A. Faye. Malvin Marks was 
elected national executive committee- 
man, 


The Fort Worth association is affil- 
iated with the state and national or- 
ganizations and is a branch of the in- 
surance department of the Fort Worth 
chamber of commerce. 





+ © 
Richmond, Va.—Ralph B. Harris, 
Northwestern Mutual agent here, 


“batted” for Norman R. Hill of Williams- 
port, Pa., premier producer for the com- 
pany, who was scheduled to be the prin- 
cipal speaker before the Richmond asso- 
ciation at its May luncheon meeting, but 
who was prevented from attending by 
important business. Mr. Harris spoke on 
“The Life Insurance Agent's Conception 
of His Job.” Formerly, he said, the 
agent’s whole purpose was to get the 
commission out of a case, but now the 
idea of service predominates. Before 
taking up life insurance two years ago, 
Mr. Harris was head of the school of 
business administration at the Univer- 
sity of Richmond. He had previously 
studied under Dr. S. S. Huebner. Four 
agents were admitted to membership. 
The annual meeting will be in June. 
* 2 @ 

Coast Counties, Cal.—Karl Brackett, 
San Francisco general agent of the John 
Hancock Mutual and first vice-president 
of the San Francisco Life Underwriters 
Association, and N. J. Goldsmith of the 
Equitable Life of New York San Fran- 
cisco agency were the principal speakers 
before the newly formed Coast Counties 
association at Salinas, Cal. 

x x x 

Boston—Presidents of four Boston iife 
insurance companies were guests at the 
meeting of the Boston association this 
week. President George Willard Smith of 
the New England Mutual Life was the 











speaker of the evening. The other 
guests were Walton L. Crocker, presiden: 










John Hancock Mutual Life; Arthur F 

Childs, president Columbian Nationa! 

Life, and Herbert O. Edgerton, preside; 
Boston Mutual Life. \ 
+ 2 2 

Montgomery, Ala.—At the monthly 


meeting of the Montgomery associatioy 
Felix Shanks, Penn Mutual Life, gave a 
demonstration on making the sale. EQ@. 
ward Branch presided in absence of 
President Allen Hopkins. 

* * x 

San Francisco—Selling methods wer: 
discussed at the San Francisco associa. 
tion’s meeting last week by Frank 
Bevan of the Pacific Gas & Electric Com. 
pany. 

Alexander Z. High, Jr., of the Guard. 
ian Life, was chairman of the day. A 
W. Carne and J. A. Sullivan, new mana- 
gers for the Equitable Life of New York 
were introduced. 

Ben F. Shapro, general agent Penn 
Mutual Life in San Francisco, will nave 
charge of the annual meeting Juneé 
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METHODS 





Successful Salesman Must “Get Kick Out 
of His Work,” Says New York Man Who 
Set Production Record of $16,500,000 


By C. P. 
laugh, and the world laughs with you; 
Weep, and you weep alone; 
For this brave old earth must borrow 
its mirth, 


It has trouble enough of its own. 


These verses, known wherever Eng- 
ish is spoken, not much above doggerel 
as the critic views them, somehow em- 
body an important bit of human wis- 
dom. 

“Laugh, and the world laughs with 
you.” Well, what has that to do with 
selling life insurance? Not much, cer- 
tainly, with the way a lot of men are 
selling and trying to sell. Curiously 
enough, though, it has a lot to do with 
the way I sell—which is important only 
because for the past five years I’ve 
managed to break the world’s record for 
the volume of personal paid for busi- 
ness, as I’m credibly informed. 


Gets Big Kick Out of 
Achievement of Result 


You might think I half killed myself 
bringing in the 1929 volume. You might 
assume I was worn and haggard at the 
end of the year. Not a bit of it. I 
never had a happier time. Enjoyed 
every minute of my work. And not 
only because I was rolling up a big 
volume. No; but rather because I really 
enjoyed the work itself, and got a tre- 
mendous kick out of the achievement of 
the result I was after, entirely apart 
from the money reward. A friend of 
mine“who is a poet and critic tells me 
that is the art-instinct which he says 
every man gets in accomplishing what 
he sets out to accomplish. He says 
that’s the kick the poet gets from his 
verses, or the painter from his picture. 








ROGGE 
On that basis, selling life insurance can 
be—should be—a fine art. 

In this article I am going to confine 


myself to this matter of getting a kick 
out of your work. You who read these 
lines—do you enjoy selling life insur- 
ance? You are making your living by it. 
But are you living while you make your 
living? No man has a right to sell in- 
surance, practice law, run a business or 
dig a ditch unless he gets fun out of it. 


Enjoys Pitting Brains 
Against Other Fellow 


Maybe the way to get fun out of it is 
to make it a game. That is what I do. 
If I wrote 116 millions of business in a 
year I’d never kid myself that I am any 
intellectual prodigy. But I enjoy pit- 
ting my brains against the other fellow. 
I get a kick out of matching wits. I 
don’t have to be unusually smart to win 
the contest on my own ground—neither 
do you. I used to sell insurance in the 
old-fashioned way. I went around with 
an invisible load of solemn reasons on 
my spirit, with the brakes of statistics 
and arguments on my mind. I was 
ready to tell a man seven ways from 
Sunday why he should be insured. I 
was primed to shoot his objections on 
the wing and oiled to out-talk him on 
any track. And I did a fair average 
business. But one day a busy and very 
important man peremptorily cut me 
short, said he knew all the arguments, 
and reminded me that he had eyes to 
see anything I had to show him. Be- 
lieve me, that man opened my eyes. I 
saw my whole insurance-selling world 
in a new light. I saw that any man big 
enough, intelligent enough, successful 





profit to the agent. 


New Low Cost Insurance 


The 1930 dividend scale reduces the net cost of 
Fidelity’s Low Rate Life Policy to very low figures, and 
offers a policy easy to sell in large units with consequent 

















ILLUSTRATION 
Net Cost* $10,000 
Age Ist yr. 10th yr. Aver. for 10 yrs. 
25 $137.90 133.60 $136.00 
35 191.00 181.10 186.60 
45 284.50 264.40 275.10 
55 458.40 424.90 441.70 
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*Based on 1930 Dividend Scale—Not guaranteed. 
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enough to bother going after, knows all 


the arguments in favor of life insurance 
and moreover, agrees with them, I saw 
that my job was not to convince him 
but to make him act on the conviction 
already rooted in his mind. I saw in 
short that selling life insurance isn’t a 
matter for dialectics but for psychology. 


Salesman Is Actor, 
Prospect His Audience 


Now, who are the great masters of 
psychology in action? Why, the actors. 
It is their daily task to play upon uni- 
versal human traits, to make us accept 
the world they picture, to make us—all 
without argument—accept for reality 
what they present as real, to make us 
laugh and cry. And so I became an 
actor. My prospect is my audience, and 
my job is to make him do what I want 
him to do—without argument. Do I 
get fun out of it? “Don’t ask!” A 
youngster “knocking ’em cold” in ama- 
teur theatricals never had a better time. 
I have written elsewhere about what I 
do when, as often happens, I get an at- 
tack of laryngitis, so that I don’t talk 
above a whisper—can’t talk at all with- 
out pain. I don’t interrupt my work 
for a minute. I call on my prospects 
just the same as if I had the voice of 
the bull of Bashan, and I turn my 
dumbness into an asset. J] show my 
cards, point to special features, answer 
questions by a nod of the head. Why, 
my voicelessness is an advantage be- 
cause it makes the other fellow talk. 
It makes him ask questions. And with 
every question he asks he is committing 
himself deeper to doing what I want 
him to do. 


Uses His “Acting” to 
Deliver $50,000 Policy 


Here is another sample. My invalu- 
able assistant and inseparable com- 
panion, Louis Sechtman, and I were 
walking down Broadway when we met 
an agent who looked as if he were just 
coming away from six funerals. He had 
got a certain business man’s application 











Outstanding Producer 
Tells of His Methods 





Charles P. Rogge is probably 
the outstanding personal producer 
of the country today. A million- 
dollar producer for many years, 
though his identity has long been 
shrouded in mystery, he has a 
personal business of over $100,- 
000,000 in force and last year paid 
for $16,500,000. This year he is 
forging ahead of that pace, even 
though his clientele is chiefly 
among the financial men whose 
situation has not been too favor- 
able this year. He is a member of 
the R. H. Keffer agency of the 
Aetna Life in New York City and 
as for his personal qualities that 
point to this record—he is a man 
who derives great pleasure from 
his work, who has ideas and con- 
stantly creates new ideas and who 
works with the zeal unusual to a 
life underwriter, for he is at his 
office at eight every morning. To 
illustrate his ever-active mind, 
during a very brief interview last 
week he showed two striking in- 
terview plans fresh from the 
printer and interrupted himself 
twice to suggest two other new 
ideas which he swore would bring 
in a new policy before night. 
Combining work with this active 
mind and bringing the measure of 
$100,000 units to his sales, he has 
a corps of assistants at work de- 
livering the nearly two million a 
month which he pays for by his 
own efforts. 








On top 


for a $100,000 policy, but the company 
would issue only $50,000. 
that, his client had changed his mind 
and wouldn’t even see him when he 
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called. Tough luck, all right. I took 
that policy, turned around and went direct 
to the office of my friend’s recalcitrant 
client. In a little while I rejoined him 
—handed him his client’s check. It just 
burned him up. He fairly gasped. But 
it was all so simple! I got in by means 
of my usual card. Without a word, with 
just a smile, I took out the policy, 
opened it and pointed to the attached 
photostat copy of Mr. Man’s application 
for $100,000 coverage. Still silent, I 
folded it up again and pointed to the 
amount on the front cover—$50,000, He 
did exactly what I expected. “What 
does this mean?” he asked, and the 
anxiety in his voice was unmistakable. 
Then for the first time I spoke. “It 
simply means,” I said, “that if you take 
this policy now and close your insur- 
ance books for the next five years, you'll 
never be sorry.” From that point to 
the writing of the check was only a 
minute. 

Of course, it was acting! And it is 
also a sample of why I get fun out of 
this business that so many of you think 
is hard, grinding, solemn. I could have 
started talking to that man—drenching 
him with a stream of arguments like a 
fireman with a hose. Yes, I’d have put 
out the fire, but everything would have 
been “all wet.” 


Would You Rather Go 
to Funeral or Comedy? 


Look there, you solemn, serious, sta- 
tistics-loaded, argument-primed policy- 
stalkers! If there are two auditoriums 
side by side and one advertises a learned 
lecture while the other announces a rip- 
ping good show, with clever actors, 
which gets the crowd? Where is there 
a statesman, equipped theugh he be 
with learning and logic in the ‘highest 
degree, who has the following of a 
Douglas Fairbanks, Will Rogers or 
John Barrymore? Or ask yourself this 
question: Would you rather go to a 
funeral where the most eloquent 
preacher living would say beautiful 
things about death, or to a comedy 
where a great actor would “get under 
your skin?” Well, that’s the answer. 

Not long ago I saw in “Forbes Maga- 
zine” an impressive story about a big 
business man, It happened that the 
story even gave his age. A minute 
after I read it I was cutting it out and 
arranging a setup—a neat card showing 
at a glance the main facts about a spe- 
cial policy which I had decided was 
right for that man. I went to his office, 
sent in my dinky little personal card 
with a line penciled on asking for half 
a minute, and when I got in I handed 
him two things and said seven words. 
I thanked him first for the Forbes story 
about himself, and then my _ setup. 
“That,” I said, “is you, and this is us.” 
Maybe that wasn’t very grammatical, 
but what’s a little false syntax between 
friends? His first remark was, “How 





the so-and-so do you fellows get that 
way?” Then he went on to tell me that 
he wasn't the least interested in new in- 
surance, but while I was there he'd like 
to ask me a few questions. ... 

The doctor found him a bit over- 
weight, but still I wrote him for 
$200,000, 

Fun? Well, what do you think? 


Most Business Is Done 
by Eye, Not by Ear 


I haven’t space here to detail my 
methods or to tell much about the good 
hard work that underlies these final 
pleasant scenes; it must be patent to 
any reader that a lot of thought and 
planning goes into the business, and it 
is only fair to say that any successful 
adaptation of my methods would neces- 
sitate a careful study of certain under- 
lying ideas, particularly two—silence 
and eye-approach. All these details are 
at the service of any agent who cares to 
ask me for my little book called, “It's 
All So Easy—When You Know How.” 
I can summarize in this way. I have 
taken a tip from the fact that the mod- 
ern busy business man does most of his 
business by eye, not by ear; this is be- 
cause the eye is quicker, and he is hard- 
pressed for time. So in complete re- 
versal of the old-fashioned conception 
of insurance selling, I aim to say not as 
much but as little as possible. Instead 
of the spoken word, I use the printed 
word—and darned little of that. 


Projects Smile Ahead, 
Then Follow After It 


I sell special policies only. I have 
the facts about these specials printed on 
cards carefully designed for appearance 
and readability. I get to my prospect 
by sending in a small, simple but beau- 
tifully-engraved personal card on which 
I write something like, “I have a mes- 
sage for you—30 seconds, please?” As 
I go in, I reverse the famous procedure 
of the Cheshire cat in “Alice in Won- 
derland.”. You remember that the 
Cheshire cat disappeared gradually, be- 
ginning with the tail “and ending with 
the grin, which remained some time 
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after the rest of it had gone.” By 
sort of project my smile ahead of 
and then follow after it. All I say 
first is “Mr. Blank, everyone knows 
are a busy man, so here’s my story 
a glance,” and I hand him the card gg 
taining the main features of my speg 
policy. I tell him that if he can quajj 
I can get him some of this special, } 
all I want of him just then is the ¢ 
of his birth. I get that and start to 
—do go, unless he calls me back. Wé 
I find that after all I’ve given a pret 
complete account of my first approa¢ 
For the later stages you can see ¢ 
little book I’ve mentioned above. 

In conclusion, let me recall that 
mous poem again. Well, I laugh, } 
cause I am really happy in my work. 
laugh because that’s the most persuasi 
kind of acting. I act because my jobj 
exclusively the psychological one 4g 
moving a man to do what I want. 
you see, all these things fit neatly t 
gether like the pieces of a mosaic. B 
ing happy gets me business. Gettin 
business keeps me happy. The reco 
show I get the business. I give youm 
word I am happy. Do you think 
system is worth looking into? 
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(CONTINUED FROM PAGE 30) 
when officers will be elected for th 
coming year. 

*x* * * 

Mobile, Ala.—Judge Ben Turner w 
guest of honor at the monthly meeti 
of the Mobile association. 

x * * 

Greensboro, WN. C.—That practical 
every important provision of life pol 
cies in force is based upon suggestion 
that came from agents, was the cardin 
point in a discussion of the evolution ¢ 
the life policy contracts by Charles W, 
Gold, vice-president Jefferson Standa 
Life, before the May meeting of t 
Greensboro association. W. H. Andrew 
Jr., president, announced the next meet 
ing for June 9 at the home office of t 
Pilot Life with Tully D. Blair, agen 
manager, talking on the sale of life in 
surance. 

*x* x * 

Cinecinnati—Hudson Biery, director o& 
public relations for the Cincinnati Streefj 
Railway Company, discussed defore thé 
Cincinnati association the advertising 
program now being conducted by the 
railway company in which the slogaa 
has been used, “You could save enougi 
money by riding street cars to createa 
savings account or build up an estate of 
$10,000 by putting the extra money inte 
endowment insurance.” The slogan # 
printed on large posters which are at 
tached to the rear of the cars. Anothef 
speaker at the Cincinnati associatio 
was Superintendent C. S. Younger af 
Ohio. 

Abner Thorp, Jr., editor of the Diamond 
Life Bulletins, at the close of the meet 
ing, conducted a questionnaire or test 
on “social intelligence.” About 25 mem 
bers stayed to take the test, which will 
be used in a nation-wide study @ 
“social intelligence” as an important 
factor in the make up of the life insur 
ance salesman. 


Dort Limits Juvenile Policies 


Commissioner Dort of Nebraska, [orti- 
fied by an opinion from the attorney 
general, has ordered that hereafter ™ 
insurance shall be written by any fra 
ternal or association in that state om 
any child coming within the definition 
of juvenile insurance unless the person 
charged with the support of the child 
is a mer’ r of the society. The limit 
fixed b legislature in a recent act 
was $1,0uu and Mr. Dort says that it wa 
not the intention to authorize writinf 
of juvenile insurance promiscuous)) and 
outside of the fraternal’s own member 
ship. It is pointed out that the legisla 
ture had, before that, provided that 48 
amount of insurance upon juveniles, ma 
terially less than that provided for fra 
ternals—$20 for six months old and 4 
maximum of $450 for ten year childre® 
is the limit that the old line companies 
may write—and thus definitely restricted 
the amount which could be _ writte# 
safely without being against publit 
policy. 





